PUBLICATION 


APRIL 


A new 


carton... 


DOOR caisiecccct TRE WEeSt ARE FOR: THE: WEST 


n improved product 


CFal nails, one of a complete line of quality steel wire prod- 
ucts, have a new look, Not only are they chemically cleaned 
and completely degreased, but they are layer packed in new, 
compact cartons that save you storage space. And the boxes 
still contain the same, accurate, standard weights, 

To your customers, layer packaging means they can liter- 
ally “grab a handful”. In addition, as CFal nails have no 
grease or lubricant left on them, they hold firmer. Sharp, 
clean-cut points are assured. This means repeat orders for 


you because CFal nails drive easily. 

Stock this new, improved CFal steel product. For details 
contact your jobber or CFal representative. And remember 
to check your stock of CF«l’s full line of wire products. 


Baler Wire * Barbed Wire « Cinch Fence Stays « Clothesline « Door 
Springs « Flower Bed Border « Gate Springs * General Purpose Fabric 
General Purpose Strand « Hardware Cloth « Insect Wire Screening 
Merchant Wire « Ornamental Fence « Poultry Netting « Silver Tip Line, 
End and Corner Posts « Soffit Screen ¢ Square and V-Mesh Fence 
Stone Wire « Stucco Netting 7864 


THE COLORADO FUEL AND IRON CORPORATION 
DENVER * OAKLAND ¢ NEW YORK 
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Take-it-off | Increase 


Put-it-on | Your Spring 
Paint Tools : : Paint Sales 


Featuring: The New HYDE Spray Painter 
and the HYDElectric Paint Remover 


Plus the most complete line of self-serve 
packaged putty knives — paint & wall scrapers 


You'll increase your paint dollar sales and profits with Hyde fast selling, self-serve 
Fix-Up, Paint-Up Tools .. . and you're bound to sell more paint with the new No. 60G 
Hyde Spray Painter that retails for $12.95. Fastens to any paint manufacturer's quart 
paint can. Sprays all paints on all surfaces right from the quart can. Connects to 
ordinary canister or tank-type vacuum cleaner or No. 60B Hyde Air Blower, retail 
$49.50. No. 60RU Rental Unit available with Sprayer and Blower in steel carrying 
case. Sales List $73.40. Improved No. HE-100 HYDElectric Paint Remover features 
a ey ey ee a electric range heating element. Retails for $12.95. Tie in sales of these products with 
plays complete assortment of all HYDE Putty Knives, Scrapers of all kinds for walls, wood, windows, etc. Order 


popular Take It Off Put It On _ rT ° 
Paint Tools. from your wholesaler or write HYDE for full color descriptive broadside. 


) HY DE HYDE MANUFACTURING CO., SOUTHBRIDGE, MASSACHUSETTS, U. S. A. 
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M IKE presents a complete line of SISALS 


packaged for convenient selling 


. ROPE unoiled 


All sizes 1/4’’ diameter to 1'’ diameter 
420 lb. test — 6300 Ib. test. 
Z Put up in 100 ft. coils —banded. 
vo ihm ovens Put up in 52 lb. cartons—center pull 
ee - dispensing type. 


TYING TWINE 


1 ply —160 Ib. test—22 lb. and 52 lb. cartons. 
2 ply —320 Ib. test—22 Ib. cartons. 

Put up on coreless tubes in individual 
self-dispensing center pull cartons. 


LJ). 0. WRAPPING TWINE 


55 lb. test. Put up on 1/2 Ib. and 1 Ib. coreless tube. 
Each tube labeled and wrapped in cellophane. 


Put your confidence in 
the QUALITY LINE... 


Vinyl! Weather Stripping Mop Heads 

Weood Glue Wrapping Twines 

Braided Nylon Line Kitchen Lines 

Seine Twines Express Twines 

Seine Cords Chalk Lines 

Trot Lines Parcel Post Twines J 

Staging Polished India Twines Orders of $75.00 or more, freight 
Venetian Blind Cord Plastic Clothes Lines prepaid. Orders of less than $30.00 


Sash Cords Jute Twine f. o. b. Mill, Lawndale, N. C., Van Nuys, 

Clothes Lines Nylon Casting Lines Calif., Marietta, Minnesota, Dallas, Texas, 

ds ines iaisione teas or Waynetown, Ind. Orders of $30.00 to 

Starter Rope Freezer Tape $75.00, freight allowed to $1.00 per cwt, 

Jump Rope Polyethylene Ropes Freight prepaid does not include extra 
charges incurred outside carrier’s 
regular zone of delivery. 


a 
csrasusneo ves Gleveland Mills Company LAWNDALE, N. C. 


14346 Bessemer St., Van Nuys, Cal. @ Marietta, Minn. @ 2644 Freewood Drive, Dallas 20, Texas @ Waynetown, ind. 
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“IGLOO is Number One on our list and don’t 


you ever forget it!’’ that’s a voice of 


experience. He has found that IGLOO portable 
water coolers mean profits, that there’s a market 
for them everywhere and that customers ask 

for IGLOO by name. Cash in on this big, 

thirsty market of builders, contractors, farmers, 
picnickers, campers and fishermen. Stock 

and display IGLOO— it sells itself! Write 

for catalog. IGLOO Corp.,Memphis 18, Tenn. 
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A Tradition in Glendale ms 
After 50 years in Southern California, store 
continues to be a traffic builder in downtown area. 

Dealer Relies on Manufacturers’ Help 


Displays and other aid from manufacturers are 
used in long-range store improvement program. 


Window Cartoon Signs Attract Sales 

Show and Convention Section 
Five pages of pictures and text covering West Coast 
Hardware Show, Northern Wholesale Hardware Show 


Billings Hardware Show and the coming Pacific Coast 
Builders’ Hardware Conference. 
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Schedule of Conventions and Shows ... 
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Anniversary 


1886-1961 


QUALITY GUNS AND- BE 


The name“ Daisy” has meant BeB Gun 
and Toy Gun leadership since 1886. 
Now, in 1961, Daisy provides a coor- 
dinated new series of national promo- 
tional packages to increase your sales 
during this 75th Anniversary Year. 
Starting off will be a 75th Diamond 


SHOT 


Birthday BeB Al Contest advertised 
nationally in May, June and July— 
22,750,000 comic book and Boy’s Life 
ads. Cooperate and cash in. Carry a 
complete stock. Ask your Jobber or 
write us for facts on Special ‘175’ 
Deal Assortment expiring May 1. 


DAISY MANUFACTURING COMPANY, DEPT. 3641, 
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What About Sunday? 


Many hardware dealers in the West are open on Sunday. However, there 


seems to be some opposition to Sunday openings from the nation’s department 
stores. 


At the recent 50th Convention of the National Retail Merchants Association, 
the following resolution was adopted: 


“We believe that all stores should be closed on Sunday, except those engaged 
in selling articles necessary to the health and welfare of the community. Fur- 
ther, we urge that stores permitted by law to transact business on Sunday be 
strictly limited to the sale of such articles.” 


There are few retail stores of any type, other than drug and food stores, that 
are open on Sunday in the metropolitan areas of the country. 


However, in suburbia there is a different picture. You can look up and down 
the streets in the residential areas and you will see householders as busy as 
bees. Some are painting their houses. Others are installing fences. Many are 
planting and digging around in the garden. Some are laying cement. Many 
are doing just ordinary repair jobs around the premises. If you had X-ray 
eyes, you could also see another busy group of people working inside the 
houses installing new cabinets, changing hardware, painting, putting up wall 
paper, etc. 


Sometime during this busy period you will see one or more persons from a 
household jump in their automobile and drive away. In most instances they 
are going to their neighborhood hardware store to get something that is ur- 
gently needed to continue the job. 


It is true that some of these people could plan their needs during the week. 
But, some people are employed through the week-day hours that the local hard- 
ware store is open for business. Others have emergency needs they could not 
anticipate. 


Where local regulations permit, many retail hardware stores are open on 
Sunday. Some of them do more volume then than in any other day of the week, 
except Saturday. 


Perhaps people should observe the Sabbath more than they do. However, the 
Sunday closing resolution of the “King Size” merchants is admittedly purely 
for economical and not for religious reasons. In fact, their chief reason for 
fighting Sunday openings is that many discount houses around the country 
do a brisk business on Sunday. The department stores do not want to open on 
Sunday to meet this competition. 


The medium and small hardware stores can profitably serve their customers 
on this day if local laws and personal convictions do not conflict. 


What is your opinion on this question? 


Wit Cllr 
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RENDS IN THE WEST 


Western Parks Visitors Hit 14,440,900 
In 1960; Top Rest of the Country 


Visitors to the Western National Parks in 
1960 totaled 14,440,900, an increase of 544,800 
over the preceding year. 

Significance of these figures is the volume of 
business these tourists bring to the West. Ex- 
pansion in the tourist trade presents added 
sales opportunities to the hardware trade here. 

The magnitude of this visitor trade is indi- 
cated by the fact that the number of people 
who visited the Western National Parks was 
2,000,000 more than the combined totals for the 
rest of the country. 

Western states which have national parks in- 
clude Alaska, Arizona, California, Colorado, 
Hawaii, Idaho, Montana, New Mexico, Oregon, 
Utah, Washington and Wyoming. 

National parks having a total of one million 
visitors or more during 1960 were Grand Can- 
yon, Ariz.—1,186,000; Grand Teton, Wyo. — 
1,429,000; Mount Ranier, Wash. — 1,538,700; 
Olympic, Wash.—1,160,400; Rocky Mountain, 
Colo.—1,532,500; Yellowstone, Wyo.-Mont.-Idaho 

1,143,300; and Yosemite, Calif.—1,150,400. 

Other Western areas administered by the Na- 
tional Park Service which received heavy travel 
in 1960 include Cabrillo National Monument, 
Calif.—1,007,000; and Lake Mead National Rec- 
reation Area, Arizona-Nevada—2,254,200. 

In addition to these two areas, eight other Na- 
tional Monuments and Recreation Areas drew a 
total of 4,033,100 visitors. 


Seattle's World Fair Expected to 
Increase Industry and Population 


Ten million persons are expected to attend 
the World’s Fair in Seattle next year. Called 
“Century 21 Exposition,” it will differ from 
past World Fairs. It will present a look into 
man’s future instead of reviewing his progress. 

The fair is expected to bring extra industry 
and population growth to the Washington area. 

It will be held from Apr. 21 to Oct. 21, 1962. 
Exhibit buildings and utilities already on the 


site are valued at $15 million. An additional $23 
million is expected to be spent. The site is just 
one mile from downtown Seattle and will be 
served by a high-speed monorail connecting the 
two points. 

This fair will highlight not only the State of 
Wasnington, but the entire Northwest and will 
focus attention of industry upon the opportun- 
ities in this growing area. 

Business groups such as the Western Confer- 
ence of Builders Hardware will meet during the 
event. 


Fast Industrial Growth Likely 
In Nevada; Tax Picture a Factor 


Nevada, the second least-populated state in 
the union, may become one of the surprise in- 
dustrial growth areas of the West in the next 
few years. 

In the past two years the total employment 
has risen 17 per cent to 103,000 job holders. 
This was due in most part to companies trans- 
ferring from other states to Nevada. 

The advantages which are bringing new busi- 
nesses to Nevada are principally in the tax 
field. The state has no corporate tax, no per- 
sonal income tax, no warehousing tax (Free 
Port Law), and relatively low real and personal 
property taxes. 


More Autos in Los Angeles 


The two-county Los Angeles metropolitan 
area outranks all other metropolitan areas in 
the country in registered passenger cars ac- 
cording to a report of the Los Angeles’ Chamber 
of Commerce. They estimated that 3,015,000 
cars were in use during 1960. This surpasses 
nine-county New York standard metropolitan 
area with its 2,250,000 cars and the five-county 
Chicago metropolitan area with 2,200,000 cars. 

Many hardware dealers in the Los Angeles 
metropolitan area are finding that a limited 
amount of automotive supplies is an excellent 
department, since pratically every customer has 
one or two cars. 
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Product: Today, as when we pioneered plastic garden hose 
15 years ago, Supplex is absolute tops for quality. A complete 
line. NEW: 1” ID hose and double knit reinforced hose. 


Package and Display: Beautifully and colorfully packaged 
for quick, easy “pick-me-up” selling. New free displays 
available through your jobber. 


Price: Priced to give honest value to your customers. You 
can sell Supplex with confidence. 


Profit: A sound profit structure that you know you can rely 
on at all times...Supplex is always working for your profit 
protection. 


Your loyal support has enabled Supplex to keep on growing 
with you. We shall do all in our power to continue to warrant 
this support and to provide you with products you can sell with 
pride and profit. Your Supplex jobber’s salesman will give you 
full information and full cooperation. 


SUPPLEX 


GARDEN HOSE © SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
For Details Circle 6 on INQUIRY CARD 
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WASHINGTON 


N EWS FOR WESTERNERS 


By DAVID R. HEINLY ¢ Chilton News Bureau, Washington, D. C. 


Tax Free Co-Ops Face New Threat 
As Kennedy Seeks Added Revenues 


More Builders’ Hardware in 
Fallout Shelters 


Rural and farm cooperatives are in greater 
danger of losing their traditional tax-favored 
status this year than ever before. 

The present Administration, hinting at tax 
liberalization to stimulate recovery from a 
“full-fledged recession,” is also running up a 
tremendous tab in federal spending for welfare 
and recovery programs. President Kennedy and 
his aides know they can’t spend more while 
at the same time take in less. 

Former President Eisenhower pressed re- 
peatedly for a co-op tax. In his final budget 
message to Congress, Mr. Eisenhower again 
urged Congress to enact “a fair single tax on 
cooperatives.” 

Supporters of a co-op tax law feel that, des- 
pite the change in Administrations, chances 
are better than ever for the co-op tax revision. 

Representative Noah Mason, Illinois Repub- 
lican, has introduced once again his bill to im- 
pose a tax on co-op dividends. Mason, ranking 
minority member of the tax-writing House Ways 
and Means Committee, has expressed more con- 
fidence in the bill’s chances this year than ever 
before. 

The Ways and Means Committee has prom- 
ised a major tax overhaul by 1962. The present 
economic situation will give them more ideas 
on loop-hole plugging than on liberalization. 

Mason speculates that taxation of co-op could 
be one angle to provide a new source of revenue, 
something the Kennedy Administration is 
“searching desperately for.” 

The Treasury Department, asked to report 
to the Ways and Means Committee on Mason’s 
bill, was marking time until President Kennedy 
presented his tax message to Congress. 


W esterner in the News 


New Undersecretary of Commerce for Trans- 
portation is Cadillac dealer Clarence D. Martin, 
Jr., Santa Monica, Calif. 


Western dealers should keep an eye out for 
expanded new lines of builders’ hardware. The 
reason: To equip fallout shelters. Spokesmen 
for the Office of Civil and Defense Mobilization 
(OCDM) predict that more and more home 
builders will be incorporating fallout and bomb 
shelters in new construction. 


At least one Western builder (Richard Dore- 
mus of Builder, Exhibit Homes, Inc., in Beverly 
Hills) is including a built-in fallout shelter in 
each of some 850 houses going up in Thousand 
Oaks, Calif. Units will be in the $17,000 to 
$30,000 class. 


OCDM recommends that such shelters have 
built-in fans and ventilating equipment, chemi- 
cal waste disposal facilities and water storage 
tanks. OCDM also recommends that shelters 
built into basements include plumbing facilities. 
OCDM says there are now over 1000 units being 
built throughout the country similar to the 
West Coast project. 


Western Growth One Reason for New Study 


Large scale shifts in the nation’s population 
to Western states is one reason the Department 
of Labor will undertake a fresh study of con- 
sumer spending habits. 

Commissioner of Labor Statistics Ewan Clague 
says the survey will update and modernize the 
government’s most used statistic, the Consumer 
Price Index. The current index is based on a 
study made almost 15 years ago. 

Population migrations, new product lines and 
increased purchasing power have had dynamic 
effects on family spending habits in recent years. 
The new study will send teams of interviewers 
into sample homes in 66 major U. S. cities. 
Families will be chosen by lot. Study will prob- 
ably take two years. Dealers should find the 
results well worth waiting for. 
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What this Advertising Award means to you. We are justi- 


fiably proud of the medal illustrated above. It’s an award 
from the Philadelphia Art Directors Club for one of the 
series of Nicholson and Black Diamond advertisements 
published during 1960. = This award has meaning for you— 
for all hardware people. It is a strong indication that our 
promotional campaign—designed to support your sales 
effort—is of the same professional “blue chip” quality as the 
Nicholson or Black Diamond file line you carry. # In short, 
with Nicholson or Black Diamond, you have the finest files 
we can make plus the soundest promotional program we can 
develop—to help you sell and increase your volume. ® Our 
thanks to the Philadelphia Art Directors...and to you for 
your encouragement of our advertising program. Nicholson 


File Company, Providence 1, Rhode Island * Files * Rotary Burs *» Hacksaw and Band 


Saw Blades « Ground Flat Stock *« Industrial Hammers sos, NICHOLSON —_ 
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FEATHERLITE SHOVELS AND SPADES 


MLS—Long Handle, Square Point 








a 


MLR—Long Handle, Round Point 





MILR-2—Long Handle, Irrigating 
or Spading Shovel 


SP-18—D Handle 
Drain Spades 








STOP...LOOK...BUT DON’T 


HOLLOW BACK SHOVELS AND SCOOPS 


KW-10—D Handle 
Ribbed Western Grain Scoop 








RAW-12—D Handle 
Aluminum Scoop 





KE-2—D Hanale Eastern Pattern 
or Locomotive Scoop 





KGPL-2—Long Handle 
General Purpose Shovel 





NEW AND COMPLETE LINE OF USS 


FEATHERWEIGHT 


FGS—Fioral Shovels 
Socket Shank Pattern 








SLS—Long Handle, Square Point 





SLR—Long Handle, Round Point 





ri 


PDS—D Handle, 
Square Point 








...PRICED FOR PROFIT...WITH 





EF-10— Ensilage or Barn Fork 








RE-30—Lawn Edger 








NOW ‘'GOLDEN GRAIN” IS A COMPLETE LINE... 
and no tougher, sturdier or handsomer tools are 
being made. Yet they’re competitively priced — and 
they bear the label on steel that sells. What’s more, 
if you don’t see the model you want here, let us 
know. Plenty of other types and sizes are available. 


If there’s a way we haven't thought of to help you 
sell more for more profit, tell us about it. We are 
constantly looking for new ways to help you. 
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LOCK SOCKET SHOVELS AND SPADES 


of 


Fe 


$D-18—D Handle Ditch 3SLR—Socket Shank Shovel & 3SLS—Socket Shank Shovel & LS-314—Floral Shovels 
or Post Spades Spade, Long Handle, Round Point | Spade, Long Handle, Square Point Socket Shank Pattern 




















DARE BUY TILL YOU SEE THE 


LAWNCOMB LAWN AND SHRUBBERY RAKES WITH REPLACEABLE TEETH 


LF-36—Leafcomb LC-24—Lawncomb $C-4—Shrubcomb GC 18—Grasscomb 

















GOLDEN GRAIN GARDEN TOOLS 


SHOVELS AND SPADES 


PLS—Long Handle, Square Point PDR—D Handle, PLR—Long Handle, Round Point PILR-2—Long Handle 
: Round Point irrigating Shovels 




















THE LABEL THAT SELLS ITSELF 


USS is a registered trademark 





ORDER FROM YOUR HARDWARE OR a 
NURSERY JOBBER NOW. OUR HUGE United States Steel Products 
WESTERN STOCKS CAN MEAN SAME Division of 

WEEK DELIVERY ANYWHERE IN THE WEST. United States Steel 


5100 Santa Fe Ave., Los Angeles, Calif. » 1849 Oak St., Alameda, Calif. 
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Southern Bell «x 


LEADING AMERICAN INDUSTRIES 


offer their employees the Payroll Savings Plan for U.S. Savings Bonds 


These are but a few of the leading firms which support the Savings @ 
Bonds program with more payroll savers than ever before in peacetime. 
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National’s your better buy 
for uniform high quality of product 


Painstaking attention to quality is one 
reason why the National line grows in 
popularity and builds constantly increas- 
ing repeat business. In the manufacturing 
control of all kinds of fasteners, our goal 
is the kind of trouble-free quality that 
your customers can depend upon. 


Backing up this basic value, National 
Screw also provides you with: 


The most complete line of quality fas- 
teners on the market today. 


One-source buying to reduce your han- 
dling and ordering costs. 


Outstanding packaging that fits the qual- 
ity of the product inside and lets the 
customer know: “You can depend on 
these fasteners.” 

These are some of the very good reasons 
why so many of our customers standardize 
on the National fastener line, and why they 
all agree: “National’s Your Better Buy.” 


Ask Your Distributor ... He Knows 


CALIFORNIA DIVISION « THE NATIONAL SCREW & MFG. CO. 


3423 SOUTH GARFIELD AVENUE 


e LOS ANGELES 22, CALIFORNIA 


Sales Offices: 1 Drumm Street, San Francisco 11, California, and 2035 S. W. 58th Avenue, Portland 1, Oregon 
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HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


PLUG OR CAP PIPE with plastic 
to keep pipe clean. Plug-’N’-Caps 
in five sizes for plumbers, electricians 
and others who work with pipe. 
Caps prevent thread damage; keep 
dirt out.—Jordan Industries, Inc. 
For Details Circle 100 on INQUIRY CARD 


ALUMINUM HIBACHI is American 
made. Light weight adjustable grill 
can be used as server. Grill handle 
is detachable. Ideal for picnics and 
camping or patio use. — Peerless 
Aluminum Products Co. 

For Details Circle 101 on INQUIRY CARD 
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FAST HOSE CONNECTING with 
rust-proof Quik-tite hose coupler. 
Use in laundry, lawn and garden for 
leak-proof connections. Attaches to 
hose with quick lever action.—H. B. 
Sherman Mfg. Co. 

For Details Circle 102 on INQUIRY CARD 


SELF-CHALKING REEL IN 50—or 
100 ft sizes. Aluminum alloy box is 
nearly leak-proof and damage-proof. 
Unit can also be used as plumb bob. 
Chalk refills available—Irwin Auger 
Bit Co. 

For Details, Circle 103 on Inquiry Card 


CUT AND HOLD FLOWERS in one 
motion with flower shears. Chrome 
plated shears have stainless steel 
blades. Can be used to arrange roses 
without getting scratched.—J. Wiss & 
Sons Co. 

For Details Circle 104 on INQUIRY CARD 


NO CLEANING for housewives when 
they use burner bowl liners made of 
aluminum foil. For electric or gas 
ranges, liners adjust with snap-out 
ring. Easy installation in minutes.— 
Mirro Aluminum Co. 

For Details Circle 105 on INQUIRY CARD 


HARDWARE WORLD 





“LITTLE BROWN JUGS” and “Little 
Brown Chests” use new foam _ in- 
sulation. Full capacity jugs are one- 
third smaller in overall size. Two 
shades of brown are used.—Ameri- 
can Thermos Products Co. 

For Details Circle 106 on INQUIRY CARD 


SHARPEN CHISELS 
electric drill. Easy Chisel Sharpener 


with -in. 


lets anyone be an expert chisel 
sharpener. Sharpens blades up to two 
inches. Can be used wet or dry with 
short or long bevel_—Easy Tool Co. 
For Details Circle 107 on INQUIRY CARD 


WINSLOW 


BETTER PERFORMANCE for 
power mowers, chain saws and out- 
board motors with CP oil condi- 
tioner. Said to reduce friction and 
remove sludge. CP smooths out 
rough engines.—Winslow Engineer- 
ing & Mfg. Co. 
For Details Circle 108 on INQUIRY CARD 
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SAFE GARDEN KILLER is this 
line of Kan-Kil insecticides. Said to 
be safe for children and pets when 
used as directed. Included in line are 
three types of sprays.—Colgate- 
Palmolive Co. 

For Details Circle 109 on INQUIRY CARD 


ASPHALT AND CONCRETE SEAL- 
ER is applied with standard caulking 
gun. Lastek 34 is said to prevent 
water penetration in floors and park- 
ing areas. Expands and adheres to 
surfaces.—Maintenance Inc. 

For Details Circle 110 on INQUIRY CARD 


MORE THAN A HAND TRUCK is 
this Walk-’n’-Tote dolly. Heavy duty 
casters converts hand truck to all- 
purpose household tool. Unit is said 
to handle 300-pound load easily on 
six-inch wheels.—Ginna Corp. 
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TOOL CART lets the home gardener 
take his tools with him. Removable 
bag holds over two bushels. With 
bag removed, frame holds tools. Yard- 
Pal is made of all steel with baked 
enamel.—Kol, Inc. 

For Details Circle 112 on INQUIRY CARD 


EXTREME LIGHTWEIGHT ceiling 
and wall tile weighs less than an 
ounce. R-V-Lite polystyrene tile is 12 
x 12 x ¥, in. Available in variety of 
patterns and colors. Can be painted. 
—Arvey Corp. 

For Details Circle 113 on INQUIRY CARD 


TUMBLING BASKET for rotary 
cooking on a spit. Six-sided basket 
can be used for chicken, chops or 
hot dogs. Basket comes apart in two 
halves. Three sizes available—The 
Washburn Co. 
For Details Circle 114 on INQUIRY CARD 
(continued on page 37) 
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Another First! 


BAG PACK 


EARLY AMERICAN '76 


Your customers can build their own coffee tables, benches, 
milking stools and TV tables with the protessional look. 
Available in five lengths . . . ready to assemble, Packed in 
sets of four complete with mounting brackets and screws. 


BOX PACK 


EASY TO ATTACH 


FOR WERT AL STYUE FOR FLARED STTUE 
BOR dy Bu 
Brackets and screws 


included in box pack 
or bag pack. 


Order Now! 


RS STS 


Attach brackets to 
table top then screw 
leg into bracket. 


Easy to Sell... 


This is the award-winning package that 
is selling successfully to the “Do-It- 
market. The BEE LINE "Do- 
It-Yourself" Furniture Legs come un- 
finished or in Black, Walnut, Blond, and 
Mahogany. They are available in seven 
sizes from 4 to 29 in. 


Yourself" 





They screw in 
easily to dual-purpose brackets. Each 
leg has self-leveling glides. 





“BEE LINE 


Barton Wood Products Co. 
6301 212th S.W., Lynnwood, Washington 
For Details Circle 10 on INQUIRY CARD 











Brand Names give 
you faster turnover 


What can anyone really tell you about Brand Name 
products. You know the reputations their manufacturers 
build. And you know the intense loyalty advertised 
Brand Names inspire in consumers. You see it every day. 
So why not build your business on Brand Name prod- 
ucts? They are the pre-sold, the preferred products! It’s 
just good sense to stock the Brands you know will sell. 

The Brand Name maker puts out a good, consistent 


| product, which he strives constantly to improve. He is 


always first with new ideas. And his products help your 


| business maintain a quality reputation. So know your 


Brand Names, and stock the Brands you know will sell. 

Enroll Now in the Brand Selling Program! B.N.F. will 
supply you each month with information, ideas, and tie- 
ins to special promotions. No charge if a B.N.F. member 
firm sponsors you. Write the Foundation for a list of 
those firms and more details. 


A Brand Name is a maker’s reputation 


LOOK FOR 





CONFIDENCE 


MEMBER OF 


BRAND, 
NAMES 


FOUNDATION, INC, 


SATISFACTION 








Brand Names Foundation, Inc. 
437 Fifth Avenue, New York 16, N. Y. 


For Details Circle 11 on INQUIRY CARD 
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A Tradition in Glendale 


Cornwell & Kelty Celebrate 50th Year in Southern 
California . . . Store Continues to be a Traffic Builder 


for Downtown Business 


Memberships in Hard- 
ware World's Western 
Hardware 50-Year Club 
have been given to this 
firm and its founder, 
Albert G. Cornwell. 


CORNWELL & KELTY is to Glendale, what Macy’s 
is to New York ... what John Wanamaker is to Phila- 
delphia. This is what many residents of the city think 
of this 50-year-old hardware store. 

Early in February, pioneers in Glendale gathered 
around the old pot-bellied stove, a tradition in the 
store, for coffee and a bit of reminiscing. 

It was on Feb. 1 of 1911 that two friends, Albert 


DRIVEMS Yen 
Nw : 





MODEL T ROADSTER holds Albert Cornwell as his son 
Glenn checksout the car. Note use of Model T on store 
sign. Car is used in promotions by store. 
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Cornwell & Kelty 
Glendale, Calif. 


G. Cornwell and Daniel J. Kelty, started the business 
as partners. Both had several years experience with 
Los Angeles hardware firms. 


Old-Time Customers Helped Celebrate 


Some of the oldtimers remember their start. They 
recall how the two operated the store and drove a 
horse-drawn delivery wagon up Brand Blvd., the main 
street of Glendale, where they were located. They 
also remember that in 1912 the partners showed their 
aggressiveness by replacing the horse and wagon with 
a Model T Ford. 

This bit of the past came back to the old residents 
when Albert Cornwell and his son Glenn rode around 
the business area in their 1917 Model T to advertise 
their 50th anniversary sale. 


Advertising Heralded Event 


They also advertised in the local newspapers that 
“golden half dollars” would be given with each pur- 
chase of $5 or multiples thereof. There were hundreds 
of bargains offered to their customers. Ten valuable 
door prizes were given away during the four-day sale. 

“Old-Timer Open House” was held on Friday eve- 
ning, Feb. 3, from 7 to 9 p.m. They had refreshments 
for all and balloons for the youngsters. 


Employees Have Long Service Records 


During the evening many of the early customers 
recalled when the partners added a man back in 1919. 
He was Raymond Cleeland who is today their oldest 
employee in point of service. There are three others 
who have worked 25 years or more for the firm. They 
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are Earl Beauchamp, 35 years with the store; Bob 
Sturn, 33; and Wally Robbins, 25. Ten other em- 
ployees have less than ten years of service. The em- 
ployees participate in the store’s net profits. 

The old-timers are also part of the reason why the 
firm grew to be an institution in the city. Another 
reason is that the Cornwells have continued to give 
the kind of helpful service that the people of Glen- 
dale have long ago expected to get. 


Times and Merchandise Have Changed 


The customers today do not look like the customers 
of yesterday. When the partners first started Glen- 
dale was a farming community and the store featured 
farm supplies. The partners banked on the future 
growth of Glendale. They were right. The small town 
grew and the ranches gave way to sub-divisions. And 
so did Cornwell & Kelty’s grow with it. In 1927 they 
moved to 115 S. Brand, their present site. 


Partnership Comes to End 


In 1933 Kelty retired, selling out to Cornwell. But 
he couldn’t stay out of harness for long. He subse- 
quently operated a hardware store in El Monte, Calif. 


CUSTOMER SIGNS UP for door prize as Glenn Corn- 
well looks on. Signs around store told customers: ''For 
every $5 purchase or multiple thereof, You will receive 
50¢ back as 50th Anniversary Gift." 


Cornwell sold out in 1954 to his son, Glenn. He has 
remained in the firm as a consultant. Glenn had work- 
ed with his father for number of years in addition to 
attending Harvard Graduate School of business. 

One year later Glenn opened a parking lot in the 
rear of the store and expanded. The warehouse in 
back was converted into a rear entrance and garden 
supply shop. 

In 1958 the firm took over an adjoining store space 
and practically doubled its size. This gave the store 
7500 sq. ft. of space. They also built a new front. 


Sports Headquarters for Community 


The sporting goods department takes up almost one 
half of the front section of the store. Glenn claims 
it to be the most complete sporting goods outlet in 
the entire valley. Besides fishing and hunting sup- 
plies, they carry complete athletic goods, shoes for 
all types of sports, golf supplies, tennis racquets, arch- 
ery supplies, skin diving equipment, etc. This de- 
partment is staffed with experts on many types of 
sports. 

On the other side of the store is the housewares 
and giftwares departments. In back of this is the 
general hardware and tool lines. 


POT BELLY STOVE and cracker barrel (at left) are 
reminders of past for Glenn Cornwell (left) and his 
father Albert. Coffee is served from this area. 
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At the end of the housewares department is the 
old pot-bellied stove. Every Friday Albert Cornwell’s 
sister, L. May Cornwell, serves coffee at this location. 
She has been doing this ever since she retired 10 years 
ago after serving 44 years as a teacher and principal 
in Glendale schools. 


Owners Active in Civie Affairs 


The senior Cornwell made himself well known to 
the community by his activity in civic affairs. He 
has served as chairman of the Red Cross and Com- 
munity Chest. He has belonged to many clubs and 
associations. 


Glenn is following his father’s footsteps into com- 
munity life. In 1952 the Junior Chamber of Com- 
merce of Glendale named him the “young man of the 
year.” In October he left the board of directors of 
Pacific Southwest Hardware Association after serving 
for nine years. During that time he was a director, vice 
president, president and advisory board member. 
He now heads the association’s wholesaler relations 
committee. 


WINDOW DISPLAY highlights 50th Anniversary sale. 
Historical picture of Glendale depot is used to help 
dress window for event. 





Displays Point Out Ease 
of Do-It-Yourself Projects 


“DO-IT-YOURSELF” SALES need not be limited 
to paint, wallpaper and tools, according to Hamm- 
Weller Hardware Co., in Longmont, Colo. 

Over the past two years, this northern Colorado 
hardware store has made a continuous effort to 
boost “do-it-yourself” into other-than-ordinary fields. 

Window displays have pointed out that it is not 
difficult to make electrical repairs, modify, repair 
or improve plumbing systems, install ventilating 
equipment, heating systems, etc. 

Where local codes do not prohibit such work, 
the hardware dealers can add a considerable volume 
of extra sales through helping customers to under- 
stand the problem and how to overcome it. 

A typical window covered several ‘do-it-yourself” 
operations in one display. Grouped around a sign 
which suggests “Do-it-yourself—Home Repairing!”’, 
the window showed several sections of stove pipe, 
ventilating duct work, and pipe for plumbing repairs. 

In showing some 25 items in these categories all 
in one display, Hamm-Weller stimulated a parade 
of traffic. 

Prospects want to know whether it is possible 
to carry out such repairs with ordinary tools and 
without a lot of training on the subject. The anwser, 
for the most part, is ‘“yes’—backed up with advice 


APRIL 1961 


Hamm-Weller Hardware 
Longmont, Colo. 


from veteran mechanics on the Hamm-Weller staff. 


The result has been a steady flow of sales in these 
areas, which tend to show a much better profit than 
the usual materials which the customer thinks of 
under the “Do-it-yourself” heading. 


“HOME lf 
REPAIR WA 





EXTRA SALES come from convincing home-owners that 
do-it-yourself jobs are not difficult. Display shows items 
for wide range of projects. 
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Dealer Relies on Manufacturers Help 


Missionary Men, Publications and Dealer Shows 
are Sources for Finding Out About Displays and 
Other Aids Offered by Manufacturers . . . Fac- 
tory Displays Have Been Worked into Long- 
Range Store Modernization Program for 45- 
Year-Old Outlet 


Wilshire Hardware 
Los Angeles, Calif 


RELIANCE upon manufacturers is one reason for 
improvement of sales at Wilshire Hardware in Los 
Angeles. This is the firm belief of Murph Wolin, 
owner of the old-time store which he bought four 
years ago. 

Almost immediately after purchasing the store, he 
started to modernize the premises. It has been go- 
ing on ever since. The long-range store improve- 
ment program is expected to be completed in about 
four months. 


Some of the existing fixtures were redesigned and 


SPECIAL “DETAIL MAN" Bill Cahill, vice president in 
charge of sales for Mirra-Cote Co. (kneeling), helps to 
install display of the Mirra-Cote line of bathroom fix- 
tures. Observing (left to right) are: ‘Murph’ Wolin, 
owner of Wilshire Hardware; and Bud Sawyer and Bill 
Budrow, both of Budrow and Co., hardware wholesalers 
in Los Angeles. 
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rebuilt. Many of the gondolas have been purchased 
new from a local fixture company. Quite a few other 
display units have come from manufacturers. 


“I like many of the manufacturers’ display units 
because they have class,” he stated, ‘They don’t look 
home made. I believe dealers should try and use as 
many of these displays offered to them as possible, 
because they were designed by experts and for the 
most part do a professional job of stimulating sales 
for dealers. They are especially good for small deal- 
ers who can’t possibly afford to create similar dis- 
plays at a comparable cost.” 


There are several ways to find out about such sales- 
helpers, he points out. The “missionary man” sent 
out by a factory is a very helpful person, Wolin be- 
lieves. To illustrate his point, he walked over to a 
display of bathroom fixtures. This line has been in 
the store for only a few months. A detail man intro- 
duced this line to Wolin. The dealer claims he had 
never heard of the line even though it is manufactured 
only a few miles away from the store. 


Wolin was pleased to hear his story as he does not 
miss a trick in trying to achieve greater sales volume. 
He had learned by experience that most detail men 
have a story that can be helpful to retailers. 

This detail man offered to prepare an assortment 
of the products compatible with the size and traffic 
of the store. With his experience with several hun- 
dred stores Wolin reasoned that he should be able 
to make up a practical assortment better than he 
could. There was also the assurance that if he were 
not satisfied in a few months, the factory representa- 
tive would pickup the unsold merchandise. This made 
it easy to test its sale ability. 

“The line has proven quite profitable, but,” adds 
Wolin, “I might never have tried the line or the dis- 
play had it not been for the manufacturer’s detail 
program.” 
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While walking around showing some of the other 
displays that he had obtained from manufacturers, he 
explained how he was introduced to them. He found 
many of them in the pages of business publications 
such as in the advertisements and in the “Merchan- 
dising section in Hardware World.” 

He also attends trade shows and looks specifically 
for those merchandise units that he thinks he could 
use profitably in his store. He also likes to talk to 
the sales representatives in the booths to get product 
knowledge and also selling tips. 


The store is located in an apartment and hotel dis- 
trict on Vermont near Wilshire Blvd. in Los Angeles. 
Much of the dollar volume comes from commercial 
accounts such as the maintenance departments of 
these buildings. It is important, Wolin has discovered, 
to offer these customers the latest products for re- 
pairs, cleaning, painting and improvements. New 
products in particular are introduced to these cus- 
tomers by special displays. These are also important 
for creating more business with those who live in the 
buildings. 


STANDARD YELLOW SHIRTS are worn by all 
store employees as shown here by Mr. and Mrs. 
Wolin. The first name of each person is on 
front of shirt above the pocket and name of 
store on back. The shirts were made by a man- 
ufacturer that supplies shirts to bowling teams. 


> 
LIGHT BULB DISPLAY is kept neat and full of 


stock as manufacturer originally intended. It 
sells merchandise as planned, reveals owner. 


ATTRACTIVE DISPLAY presents decorative 
type mailboxes that attract attention of most 
customers. 





> 


GARAGE DOOR SPRINGS are contained in 
smali area in manufacturer's display unit. At 
right is portion of manufacturers chain display 
unit. 
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ALUMINUM MOLDING is compactly held in 
manufacturer's special display. Selection of 
sizes and type can be made easily as demon- 
strated by store employee. 


This 45-year-old store has a sales area of 32 x 125 
ft. The entire back wall section is devoted to paint 
and s’:dries. This is a busy department as there is 
always some painting being done in the nearby apart- 
ment buildings. The tool section, builders’ hardware 


NEAR THE FRONT ENTRANCE is this compact 
display unit that holds many rolls of plastic 
coverings. Displays can be moved easily for 
special reasons. 


and general hardware are displayed on the left side 
and center section near the back. The checkout stand 
is in the middle of the store. The housewares and 
giftwares departments are at the right side. They 
are under the management of Mrs. Wolin. 





Swinging Doors Sell Brushes 


ANY WORKABLE DEVICE to create more display 
space can be worth its weight in gold. This is espe- 
cially true when a store seems to have all prime dis- 
play space taken up or when a fast selling item 
causes a need for more space. 

The owners of Ross-Weigelt Hardware Store, South 
Laguna, Calif., devised a way to display both paint 
and brushes in the same area. 

The demand for their paint brought an additional 
demand for paint brushes in sizes and types that 
they did not stock. This caused them to start think- 
ing of different ways to display brushes. The happy 
result of that thinking was created when they built 
two swinging doors on both sides of their color se- 
lection chart near the center of their paint display. 

The doors are so constructed that they lay flat 
against the shelves until a customer desires to in- 
spect the paint behind them. Then it is simply a 
matter of swinging the brushes forward to gain ac- 
cess to the paint. In addition to the added quality of 
the display there is now room for over 25 different 
styles and sizes of brushes. 

The doors are -built of 1-in. board, with metal 
pins approximately 6-in. long, spaced at various 
intervals to accommodate the brushes. They are 
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Ross-Weigelt Hardware Store 
South Laguna, Calif. 


hinged to a back support that is bolted to the dis- 
play. This rugged construction allows plenty of future 
use from this effective display. 
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doors which display brushes. Unit utilizes space not 
previously used and puts brushes in related area. 
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Window Cartoon Signs Attract Sales 


A MEASURABLE INCREASE 
in sales has been noted of garden 
tools, plumbing supplies and paints 
since the placement of cartoon signs 





placed in the store’s windows. 

According to Willard Brimhall, 
co-owner of Brimhall and Bauer 
Hardware, Orange, Calif., the signs 
have created additional traffic. 

There are three signs which 
show humorous situations in which 
any customer could be involved. 

The garden tool cartoon has a 
gardener about to attack with his 
hoe the chickens scratching up his 
seed. As a plumbing sign, a cartoon 
illustrates the frustration often 
encountered when trying to re- 
pair one’s own plumbing at home. 
The third cartoon sign shows a do- 
it-yourselfer with an appalled ex- 
pression. While he glares at paint 
spilled on his shoe and floor, the 
paint on the brush runs down his 
arm. 
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Brimhall & Bauer Hardware 
Orange, Calif. 


“Actually,” says Brimhall, “there 
is a good deal of satire in the car- 
toons. Each gently and humorous- 
ly “ribs” users of our products. 
It is good psychology that when a 
potential customer is made to 
laugh at his own problems, he be- 
comes more readily a friend and 
buyer.” 

The signs, which cost $5 each, 
were orginally intended to be used 
in connection with specific displays 
inside the store. “We tried this,” 
Brimhall explains. “We got very 





little comment and no sales in- 
crease. 

“Results occurred when we placed 
the signs in our front window. Sud- 
denly regular customers saw them, 
as if for the first time. People walk- 
ing by began stopping for a brief 
chuckle. Most important, we noticed 
increased traffic and overall sales.” 

Brimhall points to this possible 
reason for the success of the mul- 


ti-colored three x four ft cartoons: 
“Unless directly reminded of the 
wide variety carried in modern 
hardware stores, consumers tend 
to go to specialty shops for needed 
items. 

“For example, if they need paint, 
they think in terms of a paint store. 
By constantly reminding the po- 
tential customers who walk by our 
store, we get them thinking of us 
for many items they need. 

“Women are doing more buying 
than ever before. They are not all 
aware of the variety of merchan- 
dise we carry. Window signs which 
get attention, such as our cartoon 
signs, inform her. At the same 
time the signs make her more at 
ease when she comes in to make 
purchases that are needed for 
home repairs. This is especially 
true for items her husband re- 
quests. 
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WHOLESALERS' SALESMEN PREVIEW started out with 


o buffet breakfast served in the main aisle of show. 


AFTER BREAKFAST the salesmen contacted booths 


showing lines which their firms carry. 


West Coast Show Features Preview 


West Coast Hardware and Housewares Show 
Los Angeles, Calif. 


AN INNOVATION at this year’s West Coast Hard- 
ware and Housewares Show was the preview held on 
opening day for the hardware wholesalers’ salesmen. 
The preview started with a breakfast at the show, 
which was held at the Great Western Exhibit Center 
Feb. 19-21. More than 500 wholesaler and exhibitor 
personnel were served. 

The hosts were American Wholesale Hardware, 


SMALL-FRY "BUYERS" were fasci- 
nated with gas-powered plastic 
roadster in preference to power 
mowers. 


PRETTY LASS 
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attracted many 
people to Pot & Kettle Club booth 
for Hawaiian trip contest. 


Long Beach; and Harper & Reynolds, California Hard- 
ware and Hoffman Hardware of Los Angeles. 

The second innovation was the Promotion Patio 
which displayed specials offered by the exhibitors. 

More than 10,000 persons registered for the show 
according to the sponsors, Pacific Southwest Hard- 
ware Association. They also announced that the dates 
for next year’s show would be Feb. 18-20, 1962. 


SHOW COMMENTS were solicited 
by Show manager, Otto Grigg (2nd 
from right) on portable tape re- 
corder. 
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SIGN DISPLAY attracts dealer in- 
terested in the large number of signs 
contained in relatively small space. 


GONDOLA BRUSH DISPLAY with 
its many types of household brushes 
attracted dealers with its colorfull- 
ness and completeness of line. 


WHOLESALERS BOOTH was 
manned by Ed Hallock, vice presi- 
dent-sales, California Hardware 
Company (center) at their hospital- 


ity booth. 





39th CONVENTION FOR 
NORTHERN WHOLESALE 


THE ANNUAL DEALER SHOW was held by the 
Northern Wholesale Hardware Co. in Portland on 
February 19-21. This dealer-owned group also held 
their 39th annual convention at the same time. 

More than 1000 dealers, their wives and key store 
employees attended the merchandise show. There 


SOUTH OF THE BORDER theme was used for this year's 
show in firm's temporary display area in main building 
in Portland. 
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Northern Wholesale Hardware Co. 
Portland, Ore. 


were about 150 exhibits which featured most nation- 
ally known lines. The booths were manned by fac- 
tory representatives. 

At the convention meeting, D. D. Foss, executive 
vice president and general manager, gave a report 
on the firm’s 1960 business operation. Jim Scott 


SOMBREROS were worn by exhibitors to tie in with the 
theme. Exhibitors were kept busy showing new lines and 
store display units. 





and Gerry Ronald conducted a meeting devoted to the 
importance of controlled buying. 


The new advertising and sales promotion program 
for 1961 was presented by Ed Ward, advertising man- 
ager. Leonard Farr, dealer from Coos Bay, Ore. spoke 
on “How to Prepare Your Store for a Successful Pro- 
motion.” 

Clinics were held on bookkeeping procedures and 
advertising. 


On Feb. 21 the annual stockholders meeting was 
held. At that time two new directors were elected. 
They are John Warren, John Warren Home Town 
Hardware, Eugene, Ore.; and Willard Parker, Parker’s 
Home Town Hardware, Richland, Wash. 


The hold-over-directors are: T. H. Dingle, presi- 
dent, Dingle’s Home Town Hardware, Coeur d’Alene, 
Idaho; Henry Peterson, vice president, Grayson & 
Brown Hardware, Seattle; Geo. Dobson, Renton Home 
Town Hardware, Renton, Wash.; Frank Guy, Guy’s 
Home Town Hardware, Dallas, Ore.; William Mutton, 
St. Helens Home Town Hardware, St. Helens, Ore.; 
Bob Oud, Oud’s Home Town Hardware, Orofino, 
Idaho; Vanairsdale, Vanairsdale’s Home Town Hard- 
ware, Newport, Wash. 

Other officers of Northern are: Jim Scott, vice presi- 
dent in charge of merchandising; Mrs. Lygia Parsons, 
secretary-treasurer. 

The annual banquet and dance was held in the grand 
ballroom, Multnomah Hotel. 





DEALERS ATTEND 4th ANNUAL 
SHOW AT BILLINGS HARDWARE 


THE FOURTH ANNUAL FISHING TACKLE, Lawn 
and Garden Show was held in Billings, Mont. on Feb. 
19-20 at the Shrine auditorium. It was sponsored by 
Billings Hardware Co., a general line hardware whole- 


- 


WHEEL GOODS get large display area at dealer show. 
In booth (from left to right) is Harry Reed, dealer ser- 
vice department, Billings Hardware; Clearence Beck, 
Marshall Wells Store, Hardin, Montana; and Phil John- 
son, American Machine & Foundry Co., Denver. 
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Billings Hardware Co. 
Billings, Mont. 


saler. The firm invited dealers from their territory, 
the entire state of Montana, and the northern half 
of Wyoming. 

More than 150 dealers and their wives attended the 
show. They came from as far as 400 miles from Bill- 
ings. About 50 manufacturers’ representatives pre- 
sented their 1961 lines. They featured camping equip- 
ment, guns and ammunition, fishing tackle, plumbing 
supplies, lawn furniture, insecticides, wheel goods, 
sprayers, some special lines of housewares and ap- 
pliances. 


Prior to the opening of the show on Feb. 19, the 
company held a special meeting with about 50 hard- 
ware dealers present. They met to hear additional 
information regarding the store service program 
which has met with success. 


The meeting was opened by Ralph B. Johnson, vice 
president and general manager of Billings. He in- 
troduced George R. Bohrer, president. 


Billings Hardware Company is an affiliate of Far- 
well, Ozmun Kirk and Co. of St. Paul, Minn. Several 
persons from the St. Paul firm assisted in the meet- 
ing. One was Howard Nepple who presented the mer- 
chandising and NRHA Turnover Handbook portion 
of the program. Also from St. Paul was Cliff Palm- 
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quist, executive vice president of Farwell, Ozmun, 
Kirk and Co. 

Billings Hardware has made available a completely 
modernized optional Store Service Program for the 
independent hardware retailer. Nepple stated “the 
program is 100 per cent voluntary and requires no 
investment from the participating retailer.” He said, 
“We have always and will continue to respect the 
rights of the independent store owner to operate his 
business in the manner he sees fit. We know that the 
decisions he makes will ultimately determine whether 
that business succeeds or fails. Our Store Service 
Program is intended to assist store owners to build 
sales, improve turnover, reduce investment costs and 
help guide store personnel to become more effective 
in their task of stock control and selling.” 


DEALER HANDBOOK GETS PRESENTATION by Ralph 
Johnson (center) vice president and general manager, 
Billings Hardware. Looking on from left to right are: 
Phil Weiser, Dealer Service representative, Billings Hard- 
ware; Bud Schultz Kramis Hardware, Missoula, Mont.; 
Frank Brown, Brown's Hardware, Bozeman, Mont.; Wil- 
liam Crichton, Crichton Hardware, Deer Lodge. 
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Billings Hardware, in addition to offering their 
regular general catalog, listing some 45,000 items, 
has stepped up their advertising and promotion service. 

A newly appointed retail sales specialist, Phil 
Weiser, will concentrate on store layout, advise 
dealers on how to use advertising, hold store meetings, 
explain benefit of pre-printed bin tickets and further 
outline program activities as they are developed. The 
work of Weiser will be in addition to the regular 
scheduled calls of Billings experienced sales repre- 
sentatives. 

The entire program started the celebration of the 
firm’s 58th year of operation. 
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AT THE GUN DISPLAY Allie M. Delven, Allie's Hard- 
ware, Laurel, Mont. (at left), discusses pointers about 
line with Jack Guckeen, Billings Hardware Co. sales- 
man. At right Tom Lynott, Winchester Arms Company, 
Salt Lake City, is showing Winchester brochure to Bill 
Crichton, Crichton Hardware, Deer Lodge, Mont. 


< 


IN THE PAINT CORNER is a group composed of (left 
to right): Don Gamble, Swan Hose representative, Salt 
Lake City; Bill Bisom, Marshall Wells Store, Helena, 
Mont.; William Forkey, Gilt Edge Paint representative, 
St. Paul, Minn.; Mr. & Mrs. Wally Nordburg, Nordburg 
& Hoff Hardware, Powell, Wyo; Harold Schaeffer, 
Billings Hardware; and Ivan L. Cooper, Ray-O-Vac rep- 
resentative, Englewood, Colo. 





SHOW and CONVENTION SECTION 





Builders Hardware Conferenceto be Heldin Palm Springs 


1961 Pacific Coast Builders Hardware Confer- 
ence to be Sponsored by Southern California 
Group . . . The Site is Southern California's 
"Oasis" in The Desert . . . Conference to be 


Preceded By Meeting in Los Angeles. 


IT WILL BE WARM, comfortably warm, in Palm 
Springs, site of the 1961 Pacific Coast Builders 
Hardware Conference. It will be held May 4-6 at the 
El Mirador Hotel. 


On May 2 many of the visiting Eastern Builders 
Hardware men will join the Builders Hardware Club 
of Southern California and the Southwest chapter 
of AHC at the Roger Young Auditorium at 6 p.m. 


This meeting will honor the national officers and 
the managing directors of Society of Architectural 
Hardware Consultants and the Builders Hardware 
Association. 

Membership pins will be given at that time to 
new members of the Society in Southern California. 
Two scholarships will also be presented to students 
who qualify. One is given by the Builders Hardware 
Club of Southern California and one by the South- 
west Chapter of the Society. 


PALM TREES at Palm Springs Spa is typical of this 
tourist area. The Spa has been built on the site of the 
historic mineral wells and natural hot springs which come 
from the ground at 104 degrees. 
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Two days later the conference will convene at 
Palm Springs. 

Registration will be held all day on Thursday, May 
4. A cocktail party will start the social side of the 
conference. 

On May 5, the business meeting will start at 9 
a.m. It will feature talks by the presidents and 
secretarys of the association and the society. 

At the afternoon session, the featured talk will 
concern the subject of ‘Personnel.” There will also 
be a panel entitled, “The Panel Critique.” 

That night the members and their wives will 
participate in a “Polynesian Night.’’ They will wear 
costumes of the South Pacific. The event includes 
a cocktail party, dinner and dancing. 

Frank Falletta, AHC, will be the first speaker 
at the Saturday, May 6, morning meeting. He will 
discuss “The Southwest Chapter Training Program.” 
He will be followed by John G. Degenkolb, assistant 
chief, Los Angeles Fire Department, who will discuss 
“Hardware for Fire Doors and Legal Exits.” 

The men’s golf tournament will take place in 
the afternoon. For the non-golfers there will be pool- 
side recreation, horseback riding, sight seeing, etc. 

Highlight of the social affairs will be the banquet 
held that night, following a cocktail party. This 
will also include dancing. 

General chairman of the conference is John A. 
Barrison, AHC, Dalmo-Continental, Inc., Los Angeles. 

His committee members are: publicity—Daniel R. 
Hay, AHC; reservations—— Robert Hill, American 
Brass Co.; transportation—Ora G. Avery, AHC, Tuc- 
son, Arizona; registration and finance—G. E. Tupper, 
AHC, San Marino, Calif.; program and entertainment 
—John Russell, AHC, Russell & Associates, Los 
Angeles; liaison—James C. Carroll, Contract Builders 
Hardware, Los Angeles; apprentice activities—Frank 
Falletta, AHC, Hoffman Hardware, Los Angeles; 
golf tournament—Ed Rosic, AHC., Yale and Towne 
Mfg. Co., Los Angeles. 

Reservations can be made with Robert H. Hill, 
14900 Garfield, Paramount, Calif. 
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_..A Promotion for Profit 


Promotion Kit Available for 7 Sales-Building Events 


HOW WOULD YOU LIKE to put on a promotion 
and get your full mark up? 

It’s quite possible if you put on a “Springtime 
is Gifttime’” promotion. This is really not one pro- 
motion but a series of seven. It concerns seven gift- 
giving events that occur from Mother’s Day to 
Father’s Day. 

People have been giving gifts to others on these 
occasions for many years. It is our idea to wrap 
them up together in order to impress the people in 
your trading area how good your store is to shop 
for gifts of all kinds. 

On the following pages we have presented window 
suggestions for the seven events and complete illus- 
trations of the contents of our special “Springtime 
is Gifttime” merchandising kit. The kit is available 
for only $3.00. 


How to Put on the Seven Events 


MOTHERS’S DAY...Schedule May 1-13. Get official 
Mother’s Day poster from the National Committee for 
the Observance of Mother’s Day Trade Division, 128 
West 31st St., New York 1, N. Y. Use these posters 
along with the window and hanging posters from our 
kit. Be sure to display worthwhile gift items in a 
price range of $5.00 to about $50. Include such mer- 
chandise as electric housewares, silverware, flatware, 
hollowware, and a variety of decorative goods. Ad- 
vertise in local paper showing a list of items that 
you are offering. 

BRIDES’ SHOWERS...Schedule May 15-20. Show 
in window a grouping of merchandise for special 
showers, such as Bath Shower, Kitchen Shower, Util- 
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ity Shower, etc. Have mineographed list of items un- 
der each group to hand out to all customers. Use 
same idea in newspaper or direct-mail ad. 

STAG SHOWER. ..Schedule May 15-20. This is a 
natural for hardware stores. It was originated along 
with HARDWARE WORLD'S “Springtime” promo- 
tion four years ago. Use our window suggestions and 
show some items from almost every department in 
the store, including housewares items for the ama- 
teur chef. Try getting publicity in your local paper. 
The idea is new enough to evoke the editor’s interest. 
Advertise in about the same way as bride’s showers. 

WEDDINGS AND WEDDING ANNIVERSARIES 
can be scheduled at the same time...May 27-June 
3. However, use separate windows if possible. Display 
high quality electric housewares, serving ware of 
all types, decorative ware, etc. Use your regular 
media and offer a number of gift suggestions. 

GRADUATIONS. ..Schedule May 29-June 10. Se- 
lect items particularly for single people. ..radios, 
electric clocks, lamps, flashlights, games, beverage 
sets, etc. 

FATHER’S DAY should get at least a two-week 
promotion. ..June 5-17. This year grandpa is included 
in the event. Show in your window a few items from 
every department that has something to offer as 
presents for father and/or grandpa. Hunting, fishing 
and golf supplies are always good for gifts. Power 
and hand tools, garden tools, barbecue supplies, tools 
for the amateur chef, beverage sets and bar supplies, 
electric shavers, lamps, radios, etc., should be high 
on your list of window display items. This promotion 
should be amply advertised through your regular 
media. 





“GIFTTIME" WINDOWS 


Here are seven window suggestions to tie in with 
HARDWARE WORLD'S “Springtime is Gifttime’”’ 
promotion. Under each window illustration is a sug- 
gested date for scheduling the respective window 
display. 

Each illustration is in two parts. The upper por- 
tion shows how to go about preparing the window. 
The lower section shows how it could look with 
certain merchandise displayed. However, these draw- 
ings are presented to stimulate your own imagination. 
You should make whatever alterations are necessary 
to display your selection of merchandise. Each one 
shows HARDWARE WORLD’s window sign in use. 

Bridegroom’s Stag Shower is a rather new idea 
which we presented several years ago when we origi- 
nated the “Springtime is Gifttime” promotion. It is a 
natural for hardware stores. 

Each window is designed so that it may be used 
in traditional windows or the more modern backless 
window areas. 
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¢ Re GIETTIME TIMES 


aw peated for Mother’ pay 
es ®t 


va 


et a. SEVEN MATS are included in 
~— kit same size as shown e 
will fit a minimum o ree 





Brides Showers Mother's Day 


for MOTHERS. Weddings Bridegroom Showers 


4 BRIDES...BRIDEGROOMS Father's Day 


Wedding Anniversaries 


Graduation 


HANGING POSTER (at left) is printed in green on 


yellow paper. Window poster is brown on white. 


THE “SPRINGTIME IS GIFTTIME” KIT INCLUDES: 


10 HANGING POSTERS 


printed green on heavy yellow 
243, inches x 16. 
Folded to 12% inches by 16. 


The entire kit of 20 posters and 
six advertising mats cost only 
$3.00 postage . prepaid. 


ORDER NOW IN ONE OF 
TWO WAYS 
1. Circle No. 300 on inquiry card 
in this issue and the kit will be 
mailed to you immediately. You 
will be billed later. 


2. Send check or money order for 
three dollars and fill out form below 
and send to HARDWARE WORLD, 
1355 Market St., San Francisco 3, 
Calif. 
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10 WINDOW POSTERS 6 ADVERTISING MATS 
printed reddish brown on heavy 5 inches wide for the aver- 
white paper . . . 14 by 16 inches. age three-column newspaper ad. 

Each ad mat is illustrated here in 
full size. 





Hardware World Service Bureau 
1355 Market Street 
San Francisco 3, Calif. 


Send one “Springtime is Gifttime™ kit @ 
extra hanging posters @ 15¢ each 
extra window posters @ 15¢ each 


Total 


Attach check or money order. 

















SECOND BUILDING (left) was used from 1933 


until 1955 when firm moved to present site 


(above). 


Broom Maker Passes 50th Year 


Membership in the Hard- 
ware World's Western 
Hardware 50-Year Club 
Has Been Awarded to This 
Manufacturer 


THE HORSELESS CARRIAGE 
industry was just beginning to 
grow in 1911. Farsighted persons 
could see the replacement of horse- 
drawn vehicles in the future. They 
also thought this would materially 


SALES RECORDS are checked by 
Maurice Knox with his No. Calif. 
sales representative, Lee Bunker. 
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affect the volume of push brooms 
used by sanitation departments of 
municipalities. 

However this country has grown 
so fast that the need for brooms, 
not only for cleaning of debris on 
streets, but also for industrial and 
home use has brought about a 
continually growing need for push 
brooms of all types. 

It was at this crossroads that 


OLD-TIMER, Art Koenig, was one of 
first workers at factory. Will cele- 
brate 8Ist birthday in July. 


Robert M. Frazier started his brush 
business as a “peddler.” 

He soon started importing Pal- 
myra fiber for municipalities who 
in turn made their own brooms. 

In 1918 Frazier opened his own 
plant, American Push Broom and 
Brush Co., to manufacture the type 
of brooms he had been selling in 


(continued on page 61) 


ON PHONE is secretary Nell Ken- 
nedy who also does a good job of 
selling by phone. 
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UNUSUAL WINDOW DISPLAY of statuary, lamps and wall plaques has added many new customers to store. 
Window is used solely to stimulate sales for this type of merchandise. 


Statuary Stands for Profit 


Euclid Plaza Hardware 
San Diego, Calif. 


“WHEN SELLING purely decorative items at an 
average price of $17.50 to $20, you might expect oc- 
casional sales to make the line worth carrying. But 
sales of these items have jumped to over 10 per cent 
of our volume and have brought in new customers.” 

This line is the type of thing that hardware store 
owners lie awake nights dreaming about,” say co- 
owners Robert Marshall and K. M. (Curley) Davis. 
The two own Euclid Plaza Hardware in San Diego, 
Calif. 

The items to which they refer are statuary, hang- 
ing wall decorations and pictures. Starting with a 
small order two years ago, they now carry over 100 
different items in these lines. 

So important have these items become to the vol- 
ume of the store that there are now four separate dis- 
plays. One of the main windows carries nothing but 
this merchandise. This is all that it has taken to 
create sales of $300 per week. “And $300 is only aver- 
age sales,” says Davis. “During last Christmas Holi- 
day we at least doubled this.” 
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HIGHLY VISIBLE from any part of store is this plaque 
and picture display above wall section. 


One of the things that has made this line so valu- 
able is that the merchandise is displayed in an area 
that was previously unused. The display is on per- 
forated board placed above a housewares wall section. 
It can be seen from any point in the store. 

“While this volume in itself is extremely important,” 
says Davis, “there is no way to estimate how much 
of our other increased sales have come as a direct 
result of new customers. We feel confident that the 
additional traffic in our store plays a very significant 
part in many of our items being sold at a faster 
rate. What’s more,” he concludes, “the statuary 
sales have not leveled out yet to the point where we 
can say that it has reached its peak.” 
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Aisle of Pre-Packed Screws 
Speeds Customer Service 


PRE-PACKAGING SCREWS of 
virtually every size and description 
has paid off in two ways for 
Shanck’s Supply, Oceanside, Calif. 

“To begin with” says Mack Mc- 
Cannon, manager of the hardware 


section, “we compute prices by 
taking the dozen list cost and add- 
ing five cents for packaging. This 
nets us 50 per cent of the purchase 
price.” 

McCannon goes on to say, “dur- 





Be Sure to Stock 


CHAPIN’S NEW 1961 
HANDY HOSE SPRAYERS 


Improved Design! A Complete and Eye-appealing Line! 





On Target 


for high-volume 

sales in your 

fast-growing 
lawn and garden market! 


Attaches to garden hose, operates on 
water pressure! Zinc alloy die cast 
cap; brass swivel hose coupling; stain- 
less steel deflector. Complete instruc- 
tions on ceramic label. The most con- 
sistent in performance of any garden 
hose sprayers! Get all the facts. 


Send for Chapin's new catalog; write 
Dept. HW-2. 


“agen 


No. 403—6-gallon for 
liquid or wettable powder 
insecticides, fungicides. 


z 


No. 406—3-gallon for 
liquid or wettable powder 
insecticides, fungicides. 


% 
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No. 413—20-gallon for 
liquid and wettable powder 
weed killers, fertilizers, 
lawn moth solutions, 
fungicides, etc, 


No. 404—4-gallon for 
liquid or wettable powder 
insecticides, fungicides. 


Quolity Sprayers and Dusters Since 1887 
R.E. MANUFACTURING WORKS, INC. 
BATAVIA, N. Y. 
Ee AO ER MRR PIS 





For Details Circle 19 on INQUIRY CARD 
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Shanck’s Supply 
Oceanside, Calif. 


ing busy times customers who are 
shopping for these small items are 
encouraged to wait on themselves 
in order to speed up service.” 

To accomplish this, Shanck’s con- 
structed an aisle-way to handle 
the screw line—two perforated 
board fixtures, located three feet 
from one another. Up to 264 pack- 
aged screws are displayed on each 
of the fixtures’ two sides, with 15 
packages on each extender hook. 

The firm uses transparent en- 
velopes and tags obtained from a 
wholesaler. One of the girl em- 
ployees works a few hours each 
week to keep the aisle stocked. 

“We still feel,” McCannon points 
out, “that personal customer serv- 
ice is a hardware store’s strong 
selling point. But looking at it 
realistically it isn’t always possible 
for a salesperson to be available 
for every customer that comes in 
during peak periods.” 

It is during these times, especially 
on weekends when small household 
repair jobs are in order, that 
Shanck’s “aisle - of - screws’ gets 
considerable attention by cus- 
tomers. 


“AISLE OF SCREWS" is checked 
by manager Mack McCannon. Store 
employees package the screws. 
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NEW PRODUCTS — Continued From Page 15 





on 


NYLON PLATE HOLDERS designed 
for all license plates. Rust-free and 
self-locking “Insul-Screw” nuts and 
bolts are sold in sets of four. Sets 
are packed in plastic tube.—Graphic 
Arts Research Foundation 

For Details Circle 115 on INQUIRY CARD 


HIGH PRUNING is possible with 
“Roto-Bit” pruner. Chain saw engine 
connects to aluminum pole shaft with 
rotating cutter bit at end. Said to cut 
four-inch limb in four seconds.—Mc- 
Culloch Corp. 

For Details Circle 116 on INQUIRY CARD 


CORNER TURNING SINK is said 
to be easier to use. Stainless steel 


sink gives more usable counter space. 


Sink measures 22 inches from front- 
to-back. No dead space above or 
below.—Jensen-Thorsen Corp. 

For Details Circle 117 on INQUIRY CARD 
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AUTOMATIC VENTILATOR uses 
thermostat to open and close as tem- 
peratures change. Louvers shut at 
50° and open full at 70°. Seven 
models available for foundation or 
roof.—Thermvent Corp. 

For Details Circle 118 on INQUIRY CARD 


FLY KILLER is said to be safe 
around children and pets. Hari-Kari 
fly bait pellets and cakes eliminate 
flies fast. Pellets are activated by 
water. Pellets have no odor.—The 
Neodane Co. 

For Details Circle 119 on INQUIRY CARD 


ANGLE DRILLING is easy with 
Gyro-Drive for power drills. Gives 
full-power drilling at angles up to 
52°. Use on -or '-inch drills. 
Measures less than six inches over- 
all.—Glenwood Gyro-Drive, Inc. 

For Details Circle 120 on INQUIRY CARD 


COVERED BOWLS for leftovers or 
freezer storage. Snap-on covers are 
air-tight. Made of unbreakable 
plastic. Three sizes available.— 
Blisseraft of Hollywood 

For Details Circle 121 on INQUIRY CARD 
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GARDEN LAMPS are made of 
weatherproof Fiberglas, aluminum, 
copper and vinyl. Install by spiking 
in ground and plug in. Lamps give 
soft glow in all directions. — Rab 
Electric Mfg. Co. 

For Details Circle 122 on INQUIRY CARD 


WALL HAT RACKS attach to any 
surface without nails or screws. Made 
of plastic, racks fit all sizes of hats. 
Hat racks can be placed on any 
unused wall space in homes or offices. 
Kowall Specialty Co. 

For Details Circle 123 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About NEW PRODUCTS 
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KEEP TOOLS HANDY with mag- 
netic tool holder. All-purpose “Mag- 
Rack” uses permanent magnet and 
metal container to hold tools. Heavy 
tools can be held by using two hold- 
ers.—Jess Corp. 

For Details Circle 124 on INQUIRY CARD 


FAST COOKING indoors or out of 
doors with Jet-Chef foil. Foil has dur- 
able black surface on one side. Food 
is wrapped in foil with black side out 
for fast cooking. —B. F. Gladding & 
Co. 

For Details Circle 125 on INQUIRY CARD 
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CLEANING SHRIMP is no problem 
with Zipout. Shrimp are shelled and 
de-veined with one stroke of plastic 
shrimp cleaner. Zipout is said to elim- 
inate waste and save time.—Zipout, 
Inc. 

For Details Circle 126 on INQUIRY CARD 
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GARDEN NAME STAKES give per- 
manent plant identification. Garden 
Guides are unbreakable plastic. Plates 
are removable from stakes. “Harbide” 
marking pen available-—Harlane Co. 
For Details Circle 127 on INQUIRY CARD 


CONCEALED CLOSER for wood or 
metal doors. Automatic door closer 
is installed in header. Eliminates pro- 
truding arms or pots. Closer fits 
standard header.—Jackson Exit De- 
vice Corp. 

For Details Circle 128 on INQUIRY CARD 


CADDY SET has nine pieces. Bagu- 
ette beverage set includes eight, 15- 
ounce Libbey glasses and gleaming 
wire caddy rack. Design is green dia- 
mond and 22k gold.—Owens-Illinois 
Glass Co. 

For Details Circle 129 on INQUIRY CARD 


PERFECT FIT is available for every 
hand with DG908 Johnny Temple 
model fielders’ glove. “Adjusta-Wrist” 
has adjustable thumb and little finger 
loops. Glove is cowhide lined. — 
Draper-Maynard Co. 

For Details Circle 130 on INQUIRY CARD 


FOR BUSY HANDS is this Holds-It 
plastic gadget. Designed for use 
aboard boats, Holds-It holds two 
cans or bottles. Unit has flush sides 
so two or more can be mounted to- 
gether.—Kaybob Products Co. 

For Details Circle 131 on INQUIRY CARD 


BALANCED ROD AND REEL is 
combination unit. Pushbutton is built 
into rod for casting control. Rod is 
tubular glass with cork grip. Reel 
comes with 100 yards monofilament 
line.—Bronson Reel Co. 

For Details Circle 132 on INQUIRY CARD 
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MERCHANDISING 


AIDS 


SEND FOR HELPFUL ITEMS BY CIRCLING NUMBER ON CARD ON PAGE 48 


WOOD FINISHING DISPLAY is a 
display shipper for effective point-of- 
purchase sales. Kit includes finished 
panels of walnut, birch and mahog- 
any which shows results of products. 
Deft wood finishes in five sizes can 
be displayed. — Desmond Brothers 
Paint Co. 
For Details Circle 170 on INQUIRY CARD 


ROTARY MOWER BLADES can be 
stocked and displayed on floor or 
counter. Display board is 27 in. wide 
by 40 in. high. Unit makes self- 
service repair display for power lawn 
mower.—Duramatic Clutch Co. 

For Details Circle 171 on INQUIRY CARD 


SELF - SERVICE weatherstripping 
rack for floor use. Attention-getting 
three-color sign on top is two-sided. 
Selling messages point out advan- 
tages of aluminum and vinyl combin- 
ation weatherstripping for winter and 
summer use. Each package of weather- 
stripping has transparent vinyl seal 
with additional sales talk and instruc- 
tions.—Pemco Mfg. Co. 
For Details Circle 172 on INQUIRY CARD 
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BRAND NAMES SPRING PROMO- 
TION offers two types of point-of- 
purchase materials. Dealers can get 
materials to tie in with Brand Names 
Week, May 4-14. Also available to 
dealers are mats with tie-in head- 
lines and art, plus complete retail 
ads featuring members’ brands. Hard- 
ware dealers can cash in on the na- 
tional advertising program sponsored 
by Brand Names Foundation.—Brand 
Names Foundation, Inc. 
For Details Circle 173 on INQUIRY CARD 


DEHUMIDIFIER SELLING CEN- 
TER is included in a merchandising 
package called “Operation Rainbow.” 
Selling center is a floor display hav- 
ing two dehumidifiers stacked one 
atop the other and capped by full- 
color animated replica of both mod- 
els. Front and sides are cut away 
to let customer watch moisture re- 
moval process. Colorful poster tops 
off display.—Whirlpool Corp. 
For Details Circle 174 on INQUIRY CARD 


COLOR-COATED LIGHT BULB 
PACKS help in inventory control and 
attract buyer’s eye to the merchandise. 
Light bulbs are packaged in va- 
rious colors to help identify wattage. 
In addition color is used to distin- 
guish between various groups of 
household bulbs. Two bulbs are in- 
cluded in each package to encourage 
multiple purchases. — Westinghouse 
Electric Corp. 
For Details Circle 175 on INQUIRY CARD 


WET MOP DISPLAY is a three- 
color shipper display carton, designed 
to be set up by dealer. Carton con- 
tains 12 complete mops with handles 
and a_ half-dozen mophead refills. 
Mops are held in display by handles 
stuck in holes.—Georgia Klip-On 
Products, Inc. 
For Details Circle 176 on INQUIRY CARD 


WINDOW GLASS SIGN helps mer- 
chandise replacement window glass. 
Sign is clear acetate, 20 by 24 in., 
made to appear like a broken window. 
Red, blue and white lettering urges 
replacement of broken panes. Sign 
is available through distributors.— 
Libbey-Owens-Ford Glass Co. 
For Details Circle 177 on INQUIRY CARD 


ALL-PURPOSE PUMP DISPLAY is 
table style. Can be used in window 
or on showroom floor. Display is said 
to be ideally suited for showing all 
McDonald products. Height may be 
adjusted depending on size of prod- 
ucts being displayed—A. Y. McDon- 
ald Mfg. Co. 
For Details Circle 178 on INQUIRY CARD 


“SPRING FESTIVAL OF VALUES” 
is theme of lawn and garden mer- 
chandising display stands. Promotion 


features floor display stands for 
Lawnmate and Starflyte lines of 
garden tools. Included with display 
are 50 promotional tabloids on how 
to improve gardens and lawns.—Port- 
able Electric Tools, Inc. 

For Details Circle 179 on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 





FASTENING TOOLS in compact 
counter display give maximum point- 
of-sales impact. Unit is 7x7x%4 in. 
Display shows two Shur-Set multi- 
purpose, hammer-in fastening tools 
plus drive pins and threaded studs. 
—Ramset Fastening System, Win- 
chester-Western Division. 

rfiG 

For Details Circle 180 on INQUIRY CARD 


KEY-OPERATED CHAIN LOCK is 
a self-demonstrator, counter-top dis- 
play. Display is die cut in eye-catch- 
ing shape of a house, strikingly col- 
ored and mounted on a wooden model 
door. Gold plated chain lock can be 
operated by customer.—Truson Corp. 
For Details Circle 181 o1 INQUIRY CARD 
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Fishing 


@ POLISHED STEEL HOLLOW 
GROUND Bi ADE 

© SOLID NILKORY HANGLI 

® GENUINE LEATHER SH 
ATTRACTIVE PACKAGE for light- 
weight miniature axe. Three-color 
card holds axe which only weighs ¥, 
Ib. Size and weight of axe makes it 
suitable for hanging on perforated 
board or wire racks for fast selling. 
—Vaughn & Bushnell Mfg. Co. 


For Details Circle 182 on INQUIRY CARD 





PERFORATED BOARD FIXTURES 
are bubble-packed and card-mounted. 
Complete line of 32 self-locking fix- 
ture items are available for display 
hanging.—Turnbuckles, Inc. 

For Details Circle 183 on INQUIRY CARD 


TRANSISTOR BATTERY PACK has 
variety of bubble pack transistor bat- 
teries. Wire rack with top sign holds 
four of the most popular transistor 
battery sizes—Ray-O-Vac Co. 

For Details Circle 184 on INQUIRY CARD 
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“MERCHANDISE MART” of letters, 
numbers, signs and accessories. 
Swinging panels of display are de- 
signed with brackets for mounting to 
most display fixtures. They can also 
be mounted on perforated boards. All 
items hang individually for faster 
self-service and inventory count. Com- 
plete line is combined into this single 
space-saving swinging panel mer- 
chandiser.—Hy-Ko Products Co. 
For Details Circle 185 on INQUIRY CARD 


For More Information About Items 
on this Page, Circle Numbers on Post- 
age-Free Inquiry Card on page 48. 


CARDED BRACKETS can be dis- 
played on floor, counter or wall. Self- 
service display simply unfolds and 
is ready for use. Two shelf brackets 
are attached to each cellophane wrap- 
ped card. Total of 80 brackets in- 
cluded in “B” assortment. Display is 
free with order.—Knape and Vogt 
Mfg. Co. 
For Details Circle 186 on INQUIRY CARD 


PORTABLE HOBBY VISE is avail- 
able in new attractive green and 
black display carton. It makes it 
easy for potential customers to ex- 
amine the vise. Package also clearly 
illustrates the four basic uses of the 
vise, such as “C” clamp, eight inch 
capacity and extension bar or bench 
clamp.—Little Wonder, Inc. 
For Details Circle 198 on INQUIRY CARD 


TOILET TANK BALL DEMON- 
STRATOR has a four-color display 
unit that doubles as a demonstrator. 
Compact and easy to assemble, it is 
designed for counter top or Peg 
Board use. Rod on display is con- 
nected to tank ball which shows how 
it operates after each flushing.— 
Royal Industries, Ltd. 
For Details Circle 199 on INQUIRY CARD 


WIRE BASKET MERCHANDISER holds great amount 
of dump or bulk type merchandise in only 18 sq. ft. of 
floor area. Unit features new wire baskets on all four 
sides for maximum effectiveness. Baskets are 30” wide 
and 16” deep. Used for toys, notions, and novelties, 
sponges, balls, lamp bulbs and hardware and housewares 
items. Standard 30” module permits conversion to usage 
with any type of 30” or 60” perforated metal, glass or 
wood shelving for presenting other types of merchandise. 
—Reflector Hardware Corp. 
For Details Circle 255 on INQUIRY CARD 


HARDWARE WORLD 





STORE OPERATIONS 


go0g0gcueo 


TRADING STAMP DISPENSER is 
a non-electronic unit to give speed 
and accuracy in dispensing trading 
stamps. Stamps are dispensed in de- 
nominations from 10¢ to $5, machine 
measures 7 x 12 x 7” and carries 
30,000 stamp rolls. Designed to save 
time at buy checkout stands.—Stamp 
Dispenser Sales Corp. 
For Details Circle 251 on INQUIRY CARD 


FOR QUICK TURNOVER 


Here’s a handy rope package 
single coils of 50 and 100 
sparkling cellophane 

including size, coil length and t 
supplement to Tubbs line of 
iddition to Tubbs Self Sei 
Boxed Rope 


STOP PILFERAGE LOSSES with Pubbs Coil-ettes come in three 
new emergency exit doors. Doors can ivailable in first 
be legally locked by means of new inless Sisal 
type lock. Lock permits deal-bolt 
locking of exit and fire doors in com- 
pliance with fire and safety regula- 
tions. Safety Alarm Lock uses heavy 
dead bolt with one inch throw panic 
type bar with clapper plate it de- 
presses lock springs lock. At the 
same time peircing alarm is set off 
indicating an unauthorized exit key 
turns off alarm and resets the lock. 
—Door Controls, Inc. 
For Details Circle 252 on INQUIRY CARD 


POINT-OF-SALE DISPLAY has col- 
orful stains for wood encased in long 
wearing plastic cover. Display may 
be hung on wall or used on counter 
near paint department. — Olympic 
Stained Products Co. 

For Details Circle 196 on INQUIRY CARD 


PROFIT-MAKER DISPLAYER is 


specifically designed for building im- i fee} °aoy Ved 
pulse sales of garden products. The | 
merchandiser is a colorful floorstand | COMPANY 


for high-traffic store locations. De- 
signed for use with garden sprays, | MAIN OFFICE 
weed killers, and insectides.—Union ' 
Carbide Consumer Co. 
For Details Circle 197 on INQUIRY CARD 
For Details Circle 12 on INQUIRY CARD 
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Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 48 


“PROFITABLE MANAGEMENT 
FOR SMALL BUSINESS” is booklet 
describing the newest of correspon- 
dence courses prepared for small busi- 
nessmen. Booklet outlines in detail 
what the course covers, procedures 
involved and cost. Home study course 
is designed to give the small business- 
man know-how to increase his sales, 
cut his costs and increase his profits. 
—Dun & Bradstreet, Inc. 

For Details Circle 220 on INQUIRY CARD 


ELMER’S WOOD-GLUING HAND- 
BOOK is a 12 page 4 color pamphlet. 
Booklet has 45 easy-to-follow illustra- 
tions and a wood-gluing chart and it 
lists the right adhesive for almost 
every material and job. Included are 
epoxys, contacts cements, caseins, 
plastic resin, white glue and water- 
proof glue. — The Borden Chemical 
Co. 

For Details Circle 221 on INQUIRY CARD 


FASTENING CATALOG is a 36- 
page pocket size book covering elec- 
trical and mechanical fastening de- 
vices. Included are self-drilling an- 
chors, plastic screws anchor kit, core 
drills, percussion drills, machine 
screws, snapstraps, copper tube drive- 
straps, plastic clamps and other 
items.—Holub Industries, Inc. 

For Details Circle 222 on INQUIRY CARD 


SPANISH DUNGEON KEY is one 
of the items included in the new cata- 
log on iron art work. Spanish renais- 
sance replicas, antique items from 
Europe and early America are avail- 
able in all the original detail.—Iron 
Art Co. 

For Details Circle 223 on INQUIRY CARD 


GARBAGE DISPOSERS are illus- 
trated and described in catalog 
sheets. Two color sheets give com- 
plete specifications and descriptions 
of food waste disposers, DispoZmas- 
ter Waste Champ brands.—Harvill 
Corp. 

For Details Circle 224 on INQUIRY CARD 
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FASTENER GUIDE is a four-page 
brochure in easy-to-use chart form. 
Guide provides all the data needed to 
select the right fastener for any 
application. Guide features fasteners 
types, drill sizes, where to use, sizes 
available and holding strength.—Dia- 
mond Expansion Bolt Co., Inc. 

For Details Circle 225 on INQUIRY CARD 


ELECTRICAL SIGNALING CAT- 
ALOG has 30 pages of signaling 
equipment, annunciators, apartment 
mailboxes, non-electric door chimes, 
and apartment house bell systems. 
Full information and pricing on sig- 
naling and hardware products includ- 
ing bells, buzzers, chimes, horns, push 
buttons, transformers and fire alarms. 
—Auth Electric Co., Inc. 

For Details Circle 226 on INQUIRY CARD 


SELLING SUGGESTIONS are in- 
cluded in 28-page product informa- 
tion book from Dille & McGuire Mfg. 
Co. The 1961 book is called “You are 
Entitled to Know!” Also included are 
promotional and advertising plans, 
company policy and complete specifi- 
cations and descriptions of the Turf- 
master line of mowers and tillers. 
Book is designed to aid hardware 
dealers and wholesale salesmen. 
For Details Circle 227 on INQUIRY CARD 


PORTABLE LAWN LAMPS are 
described and illustrated in a six- 
page brochure. Also included in the 
brochure are other decorative garden 
lighting items. Brochure shows stake- 
in lawn lanterns, hurricane lamps, 
patio lantern sets and garden lan- 
terns. Replacement glass is available 
for all items in catalog —Thomas 
Lawn-Lite Co., Inc. 

For Details Circle 228 on INQUIRY CARD 


TWO-WAY RADIO GUIDE has 16 
pages of non-technical information 
for potential mobile communications 
users. Included in the guide are some 
of the more important FCC licensing 
requirements, operational methods, 
how a message is sent, how to adjust 
a mobile radio and record-keeping.— 
General Electric Co. 

For Details Circle 229 on INQUIRY CARD 


TAPES AND RULES CATALOG 
is fully illustrated featuring items 
and prices on the new “Fast Turn- 
over” displays. Power tapes, push- 
pull and long tapes, folding rules, en- 
gineers tapes and replacement blades 
are included in the catalog.—Evans 
Rule Co. 

For Details Circle 230 on INQUIRY CARD 


APPLIANCES BROCHURE of 
electrical housewares with illustra- 
tions and descriptions. Included in 
the catalog sheets are hair dryers, 
mixers, portable ovens, fry pans, 
irons, hot plates, coffee makers, and 
fans.—-Dominion Electric Corp. 

For Details Circle 231 on INQUIRY CARD 


ENTIRE PLUMBING DEPART- 
MENT is pictured in four-page bro- 
chure. Two large photographs show 
both sides of nine-foot plumbing fix- 
ture. Self-service unit comes complete 
with stock. All stock identified in bro- 
chure.—Leland Co. 

For Details Circle 232 on INQUIRY CARD 


(continued on page 43) 
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PAINT DEPARTMENT TOOLS are 
illustrated in colorful three-fold bro- 
chure. Putty knives, wall scrapers, 
paint scrapers, caulking knives, lin- 
oleum knives and a great number of 
other items are illustrated in the 
brochure. Also included are display 
racks and fixtures for dealer use.— 
Hyde Mfg. Co. 

For Details Circle 233 on INQUIRY CARD 


STOOLS, TABLES, AND CARTS 
CATALOG are shown in 12 full-color 
pages. Many of the illustrations show 
the products in use. Included in the 
catalog are two pages covering the 
color availability chart of stools, ta- 
bles and carts.—Hamilton Cosco, Inc. 

For Details Circle 234 on INQUIRY CARD 


VANITY FURNITURE for bath 
or bedroom is described in four-page 
catalog sheets. Called the Royalty 
line, items pictured include vanity 
stool, barrel chair, and vanity bench. 
Items are available in brass or black 
wrought iron.—Hobart Products Co. 

For Details Circle 235 on INQUIRY CARD 


ORNAMENTAL IRON RAILINGS 
is covered in revised catalog. Com- 
plete list of Adjust-A-Rail product 
uses including steprails, carport col- 
umns, room dividers, porch columns 
and railings are included. The cata- 
log is pointed to the do-it-yourself 
buyer.—Adjust-A-Rail Co. 

For Details Circle 236 on INQUIRY CARD 


BRUSHES CATALOG covers floor 
sweeps, handles, household brushes, 
scrubbers and fountain brushes. Cata- 
log has 12 pages which includes il- 
lustrations and product description. 
Back cover has illustration of floor 
display.—Laitner Brush Co. 

For Details Circle 237 on INQUIRY CARD 


TRACTOR BROCHURE describes 
and illustrates riding tractors. Beaver 
Tractor division Baird Machine Co. 

For Details Circle 238 on INQUIRY CARD 


OUTDOORS AT HOME is an eight- 
page digest form booklet for home 
owners. The booklet is published five 
times a year. Each issue is timed for 
a particular season of the gardening 
year. Booklet covers various aspects 
of home gardening.—Asgrow Seed Co. 

For Details Circle 239 on INQUIRY CARD 


“HOW TO GROSS AN EXTRA 
$2402” is an instruction book for 
merchandising floor rental equipment. 
Book quotes facts and figures on 
floor rental equipment and how the 
dealer can cash in on this business. 
Book has complete information on 
setting up, advertising, merchandis- 
ing, and maintaining a floor rental 
equipment department in your store. 
—Holt Mfg. Co. 

For Details Circle 240 on INQUIRY CARD 
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PRICE MARKING MACHINE is 
described on two-page catalog sheet 
from Avery Label Co. Machine has 
dial for changing price marks. Prices 
are printed on self-adhesive labels as 
rapidly as 150 per minute. 

For Details Circle 241 on INQUIRY CARD 


INFRARED COMFORT HEAT- 
ERS FOR STORE FRONTS are de- 
scribed and illustrated in eight-page, 
two-color bulletin from Fostoria 
Corp. Infrared heaters put warmth 
were you need it. Units install like 
lighting fixtures. 

For Details Circle 242 on INQUIRY CARD 


WRENCH CATALOG has 16 pages 
of new taper design wrenches by 
Barcalo Mfg. Co. Catalog covers end 
wrenches, box wrenches, adjustable 
wrenches and pliers. 

For Details Circle 243 on INQUIRY CARD 


POULTRY EQUIPMENT CATA- 
LOG from National Ideal Co. covers 
premier equipment for poultry. Cata- 
log has 16 pages of items including 
automatic feeders, waterers, nests, 
egg cleaners, washers, coolers and 
poultry houses. 

For Details Circle 244 on INQUIRY CARD 


1961 HOUSEWARES CATALOG 
from Columbus Plastic Products, Inc., 
describes and illustrates Lustro-Ware 
plastic housewares. Catalog has 16 
pages of over 200 house-hold staples. 
Also included are spring merchan- 
dising guide with special promotion 
ideas and merchandising aids _ to 
dealers. Most of the items illustrated 
are in color. 

For Details Circle 245 on INQUIRY CARD 


“FINISHING WOOD FURNI- 
TURE”, 16-page booklet, with how-to- 
do-it illustrations, published by Na- 
tional Paint Varnish and Lacquer 
Association, Inc. This is an excellent 
booklet for your customers. It shows 
all the steps necessary to do an ex- 
cellent job in finishing old or un- 
painted wood furniture. Copies are 
available in quantities at reasonable 
prices for stimulating busness among 
your prospects and customers. 

For Details Circle 246 on INQUIRY CARD 
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We started if from seed this morning! 


“PAINTING AND DECORATING 
WITH TAPE”, 12-page booklet, print- 
ed in black and red, with many how- 
to-do-it illustrations, published by the 
National Paint, Varnish and Lacquer 
Association. Booklet gives many tips 
on how to use tape to make painting 
and decorating in the home easy. This 
is an excellent handout or promotion- 
al booklet and can be bought in quan- 
tities at a reasonable price. 

For Details Circle 247 on INQUIRY CARD 


WEBER PLASTICS CATALOG 
covers 1961 line of picnic coolers, ice 
buckets, bait buckets and other con- 
tainers. Some 12 different styles 
are covered and illustrated. 

For Details Circle 256 on INQUIRY CARD 


NAIL-ANCHORS are explained in 
folder from Rawlplug Co., Inc. Folder 
explains how to save time with one- 
piece fastening fixture. 

For Details Circle 257 on INQUIRY CARD 


FOLD-A-FENCE CORP. has cata- 
log sheet describing ornamental lawn 
and garden fence. Ordering informa- 
tion included. 

For Details Circle 258 on INQUIRY CARD 


SELF - LOCKING KAPSCREW 
CATALOG from Klincher Kapscrew, 
Inc., has two-pages in two colors. 
Catalog explains and demonstrates 
how item works. 

For Details Circle 259 on INQUIRY CARD 


SOLDERING TIPS CATALOG by 
Hexacon Electric Co., shows line of 
three styles of soldering iron tips. 
Various sizes and shapes of tips 
are included in catalog. 

For Details Circle 260 on INQUIRY CARD 


EMPIRE LEVELS are covered in 
catalog sheets. Included in the line 
are magnetic Torpedo levels. 

For Details Circle 261 on INQUIRY CARD 


CARBIDE-TIPPED SAWS are 
fully illustrated in Atkins Saw Divi- 
sion catalog. Circular and band saws 
are described with usage recommen- 
dations and pointers on saw care. 

For Details Circle 262 on INQUIRY CARD 


FISHING TACKLE CATALOG has 
74 pages of 30,000 items. From Hor- 
rocks-Ibbotson Co., the catalog in- 
cludes promotion material and ad- 
vertising aids. 

For Details Circle 263 on INQUIRY CARD 


BOOKS—For Sale and Resale 


DECORATING HANDBOOK, by 
Marvin Culbreth, 50 pages, illustra- 
tions in full color, published by Ken- 
tile, Inc. can be retailed for $1.00. 

Culbreth, the well known authority 
on color styling and decorating, 
shows consumers how to use color in 
every room decoration. This hand- 


(continued on page 44) 
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Dealers and wholesalers everywhere enjoy fast turn- 
over and good profits on TM Chain. Effective and con- 
sistent national advertising ...up-to-the-minute 
packaging ... unique sales helps, are the reasons. In- 
vestigate Taylor's easier way to chain profits. Call your 
wholesaler or write today. 


Proof Coil, BBB, Machine, and Coil Chain e Log Chains e Utility 
Chains e Animal Chains e All types of Weldiess and Stamped 
Chain e A full line of chain fittings and attachments. 











TM Chain 
Salesmaker 


cy, 


BBB 4 
Proot Coil in 
Tay-Pails 


Se 
t| Distinctive, 
Easy-to-read 

tH Cartons 


ade 
S.G. TAYLOR CHAIN CO., Inc. 


CHAIN 
1873 Hammond, Indiana 


WEST COAST OFFICE AND WAREHOUSE, 2343 Saybrook Avenue, Los Angeles 22, California 











aylor 


Special Items 
in Poly Bags 


For Details Circle 13 on INQUIRY CARD 
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BOOKS—For Sale and Resale 


book also points out how Kentile 
floors can be used effectively in home 
color schemes. 


For Details Circle 214 on INQUIRY CARD 


“THE COMPLETE WOODWORK- 
ING HANDBOOK,” by J. T. Adams 
and Emanuele Stiere, illustrated, 568 
pages, is published by Arco Publish- 
ing Co. Retails for $4.95. 

The book covers every detail from 
start to finish in woodcraft. How to 
choose lumber, how to choose hand 
and power tools and advice on selec- 
tion of paints and glues are some of 
the subjects covered in detail. Book 
is ideal for beginner or professional. 

For Details Circle 215 on INQUIRY CARD 


“SAFETY GUIDES FOR SAFE 
LAWN MOWING,” by American 
Standards Association, sponsored by 
the Lawn Mower Institute with the 
cooperation of other groups interest- 
ed in safety. Price, $1.00. 

This book outlines safety stand- 
ards for power mowers. Statistics in- 
dicate that the operator is the chief 
cause of power mower accidents. The 
book attempts to help power mower 
owners to know their mowers. 

For Details Circle 216 on INQUIRY CARD 








GOLF BAG DISPLAY 


WHERE AND HOW TO STORE 
and display golf bags is a problem 
many sporting goods dealers face. 
The solution for Bill’s Sporting 
Goods, Azusa, Calif., was to build 
their own display rack. 

Built at eye level, the bags are 
quickly noticed and easily in- 
spected. Space is available for six 
of them, each in its individual dis- 
play “case.” Other items can be 
displayed underneath or more bags 
can be placed there. This display 
is selling more golf bags! 
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California Hardware Expands 


The California Hardware Co., long established 
wholesaler in Los Angeles, has expanded its 
operation. Their inventory has been considerably 
increased and many of their lines have been 
broadened. At the same time they have enlarged 
their sales staff from 73 to 83. 

The territory served will remain the same— 
Southern California (Merced to Mexico; Paso 
Robles to Baja Calif., Mexico), Arizona and 
the Las Vegas area of Nevada. 

Ed Hallock, sales manager, announced the 
following persons had been added to the sales 
staff with their respective territories: Nick 
Babou, Long Beach; F. R. Chalmers, San Gabriel 
Valley; Carl Church, metropolitan; James T. 
Coleman, San Fernando Valley; Harold Hoehn, 
San Gabriel Valley; John W. Weisenberg, Coach- 
ella Valley; O. B. Wileman, San Diego; Eugene 
(Gene) Potter, Victorville—Barstow; J. C. Pres- 
ton, Fresno; Elton L. Harmon, Riverside, San 
Bernardino. 

All of these salesmen were formerly employed 
by Union Hardware & Metal Co. of Los Angeles. 

Other former Union employees hired by Cali- 
fornia Hardware are: Peggy Stafford and Howard 
Peterson on the order board; John Bachan, cost 
department; and Anne Kelly, customer relations. 

It was also announced that three salesmen 
had retired. They are R. C. Spear, Harry Blech- 
shmidt and Arthur Ridder. 


Seller Co. Closes After 102 Years 


M. Seller Co., Portland, Ore., closed its doors 
Feb. 10, after 102 years of business. The whole- 
sale housewares firm was described as the 
largest housewares distributor in the country in 
1928. At that time it had offices in all major 
cities in the West and had eastern offices as well 
as several foreign subsidiary corporations. 

The company was founded in 1859. In 1953 the 
firm was purchased by Morton Phillips and 
several of his associates. 
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The six story Seller Building was sold in 1960 
to Simon Director, Oregon Investment Co., for 
$175,000. Plans by the purchasing company are 
to convert the property to a motel. 

Forty employees were affected by the termi- 
nation of the business. Phillips stated that he 
and his associates have no plans for any other 
business venture in Portland. 


35th Housewares Exhibit Set for July 


McCormick Place, Chicago, Ill., site of the mid- 
year National Housewares Exhibit, July 10-14, 
has prospects of being the biggest and best 
summer show ever held. According to Dolph 
Zapfel, secretary of the National Housewares 
Manufacturers Association, sponsors of the ex- 
hibit, the coming show has indications that it 
will equal in importance the January exhibit. 

The July event will be the second time the 
McCormick Place exhibition hall has been used 
by the NHMA exhibit. The problems involved 
with the newness of the hall during the January 
show are said to have been corrected. 

Telephone service has been expanded to meet 
greater demand. Eating facilities will have suf- 
ficient food and staff to handle show visitors. 
Others problems which arose during the Jan- 
uary show are said to have been largely solved. 


Ives Appoints Hewett 


Lyle C. Hewett Co., Denver, Colo., has been 
appointed to represent the H. B. Ives Co., New 
Haven, Conn. Hewett will cover the Mountain 
States area of Washington, Idaho (except Boise), 
Wyoming, Montana, Colorado and New Mexico. 
Ives manufactures a line of builders’ hardware. 


Hanson Names Koether-Cox 


Koether-Cox Co., Denver, Colo., has been 
named as sales representative for Hanson Scale 
Co. The firm will handle the territory which 
includes Arizona, Utah, Colorado, New Mexico 
and El Paso, Texas. 
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NW Reps for Empire Brushes 


Fred Al 
Yeager Sleight 


Empire Brushes, Inc., has ap- 
pointed Yeager-Sleight Co. as 
their representative in the Wash- 
ington and Oregon area. 

Fred Yeager manages the firm’s 
Seattle office. Sleight heads the 
office in Portland. 


Wills is Appointed 


Builders Brass Works and the 
Jackson Exit Device Corp, Los 
Angeles, has announced the ap- 
pointment of John M. Wills and 
Associates, as sales representa- 
tives. The firm will cover Washing- 
ton, Oregon and Alaska. John M. 
Wills and Associate headquarters 
is in the Prefontaine Bldg., Seattle 
4, Wash. 


Crandall, Sr., Honored at 90 


The hardware industry honored 
Shannon Crandall, Sr., chairman 
of the board of California Hard- 
ware Co. on March 25. This was 
his 90th birthday. 

As usual he put in a half day’s 
work at the office. However he 
was interrupted by congratulatory 
messages and by wires throughout 
the morning. 

Crandall joined the firm in 1897. 
He was elected president of the 
firm in 1918. He served in that ca- 
pacity until 1945 when he was 
elected chairman of the board. 


Three Western Reps 
Appointed by Robins 


Robins Industries Corp., Flush- 
ing, N. Y., reports that three new 
representatives have been appoint- 
ed to handle the firm’s line of 
record, phono and tape recording 
accessories. 

The Maury Freeman Co. of Los 
Angeles will cover Southern Cali- 
fornia and Arizona. Gordon Dough- 
erty of Kailua, Hawaii will handle 
the Hawaiian Islands. Rodgers 
Sales Co. of Denver will cover the 
Rocky Mountain States territory. 
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WESTERN REPRESENTATIVES ATTEND CUNO SALES MEET 


% Laas 


NEW WESTERN SALES MANAGER was introduced to the Western sales representatives for 
Cuno Engineering Corp., Meriden, Conn., at a recent factory sales meeting. On hand at the 
meeting were (standing, left to right): Dave Neilson, William Stewart, Galvin Lewis and 
Ernest Hapholdt, all of Charles G. Putnam Co., San Francisco. Seated are (from left): John 
Phillips, Western division sales manager for Cuno; and Wells Rutherford, Wells Rutherford 
Inc., Cuno representative from Denver, Colo. Phillips will headquarter in Los Angeles. 
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Ekco Makes Changes in 
Western Sales Staff 


Several changes in Ekco Products 
Co.’s Western sales staff was an- 
nounced recently by Howard H. 
Fassett, regional sales manager. 

James (Jim) Whitney, who for 
four years has covered the North- 
ern California hardware accounts, 
has recently been transferred to a 
similar but more responsible posi- 
tion in the firm’s Southern Cali- 
fornia market. 

Ken Cavagnaro, who for three 
years covered the hardware ac- 
counts in the Sacramento Valley, 
has been transferred to the Pacific 
Northwest. His headquarters are 
in Seattle. Jerry Nudelman, who 
worked for the M. Seller Co. the 
last eight years as both toy buyer 
and merchandising manager in 
Portland, is handling accounts in 
the Northwest for Ekco Autoyre 
division. 

Tom Franklin, formerly sales 
representative for Berkeley Indus- 
tries in Southern California, has 
joined the Ekco housewares sales 
staff since Ekco’s acquisition of 
Berkeley Industries. He will cover 
the hardware trade in the San 
Diego area as well as the state 
of Arizona. Heretofore this area 
had been handled by a manufac- 
turer’s agent out of Denver. 


Fedco Names Western Agents 


New sales appointments have 
been announced for Federal House- 
wares division of Fedco Corp., 
plastic manufacturer in Lincoln- 
wood, Ill. 

James G. Sigman of San Fran- 
cisco has been named Federal rep- 
resentative in Northern California. 

For Southern California, N. H. 
Boyer Brokerage has been selected 
by Federal. Headquarters of Boyer 
is in Los Angeles The firm will 
cover southern California. 


Stewart Joins Lansinger Co. 


John Stewart has joined John 
M. Lansinger Co., as an associate. 
The manufacturers representative 
firm, located in Portland, Ore., 
covers the Pacific Northwest. Stew- 
art will cover Oregon and Wash- 
ington for the Lansinger Co. 

Stewart was formerly with Mar- 
shall Wells as a salesman for 15 
years in Portland. He also had been 
a salesman for Seattle Hardware. 
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Dungan Joins 
PRO Hardware 


Harold Dungan, formerly sales 
manager and marketing manager 
for Janney, Semple Hill’s S & Q 
Stores, has joined PRO Hardware 
as a vice president. 

Dungan will serve as an account 
executive working with the PRO 
Franchised distributors. 

Dungan started working in Jan- 
ney’s office in 1940. He served as 
territory salesman, dealer service 
manager, divisional sales manager 
and general sales manager. In 1960, 
he became marketing manager for 
the voluntary chain of S & Q 
hardware stores. 


CF&I Appoints Two 
in Wire Sales Department 


Jack Driggs has been appointed 
manager of wire rope sales for 
The Colorado Fuel and Iron Corpor- 
ation’s Western Division. He has 
been wire rope sales manager for 
the Mid-Continental Division since 
1951. 

Prior to joining CF&I in 1948 
as a salesman for the Odessa, Texas 
district, Driggs was associated with 
Lucey Products Corporation and 
Jones and Laughlin. 

Howard M. Dorward has been 
appointed product sales engineer 
of the wire rope sales department 
of the firm’s Western Division. Dor- 
ward has been manager of wire 
rope sales for the Rocky Mountain 
Division since 1948. He joined 
CF&I in 1946 in the Wire Rope 
Sales Department. 


Hager Moves Warehouse 


In order to render more efficient 
customer service, the San Fran- 
cisco warehouse of C. Hager & 
Sons Hinge Mfg. Co. has been 
moved to a new location. 

Hager’s expanded facilities are 
now located at 124 King St., San 
Francisco 7. William Kuhns and 
Robert McCracken are sales repre- 
sentatives. Franz L. Marquandt is 
warehouse manager. 
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Union Hardware & Metal 
Name Is Revived 


E. H. McLaughlin, Sr., who was 
president of the former Union 
Hardware & Metal Co., has organ- 
ized a new wholesale hardware 
company which will operate under 
the Union name. The new com- 
pany is located at 7615 Crider St., 
Pico Rivera, Calif. 

When the old Union Hardware 
& Metal Co. ceased operations in 
December, McLaughlin acquired 
ownership of the name. 

Plans for the new firm call for 
service to a limited number of 
hardware dealers in the Southern 
California area. 

All of the officers of the company 
were previously employed by the 
original Union Hardware. James 
Goff, vice-president and treasurer, 
held a similar post with the pre- 
vious firm. 

Eugene Neely, formerly Union 
sporting goods buyer, has become 
vice - president of merchandising. 
Ted Gorjans, formerly a specialty 
salesman, has been named vice- 
president of sales. Lawrence Dill is 
vice-president in charge of person- 
nel. R. M. Duit is secretary. 


Synthetic Fabrics Appoints 
Yeager-Sleight in NW 

Synthetic Fabrics, Inc., Spring- 
field, Mass., has expanded its sales 
coverage with the appointment of 
Yeager-Sleight Co. as service dis- 
tributor of its ‘““Magic-Cover”’ line. 

Yeager-Sleight Co., 1633 N. W. 
21st Ave., Portland, Ore., with Al 
Sleight working from the Portland 
office, and Fred Yeager working 
from 23528 97th Place West, Ed- 
monds, Wash., will cover the states 
of Washington and Oregon. 


Thompson Promotes Heaslip 


Thompson Manufacturing Co., 
2251 E. 7th St., Los Angeles, has 
named John D. Heaslip, vice-pres- 
ident in charge of sales. 

The appointment coincides with 
the development of a number of 
new products and an expanded 
sales program. Of particular inter- 
est are the introduction of a new 
automatic control system, and of 
improved-design sprinkling and ir- 
rigation equipment. 


Here are just a few of many 
Old Pal profit-makers 


NEW! Old Pal Tackle Boxes. Steel or alu- 
minum. One or two trays with adjustable 
steel dividers or plastic inserts. Full opening 
lids have built-in retaining wells for hooks, 
flies, shot, etc. Black, high-impact Styrene 
plastic handles in leaping fish design on 
deluxe steel and aluminum models. Moder- 
ately priced, there's an Old Pal box for 
every fisherman! 


Metal Minnow 
Buckets.Acompleteline 
of one- and two-piece 
models, floating and non- 
floating styles. 8- to 20- 
avart capacities. 


Air Feeder Minnow 
Buckets. Sturdy, molded fi- 
ber'‘breathes” air in—keeps 
water fresh and cool. Many 
styles; 4- to 20-quart ca- 
pacities, 


Bait Boxes. A variety of 
styles and shapes in heavy 
gauge steel, aluminum and 
molded fiber. Also plastic 
lure boxes and fishing 
accessories, 


} ae NEW! Old Pal Folding 
7 Seat. Attractive and practi- 


/ cal. Bright- plated steel frame; 
heavy Army duck sect. Holds 
up to 250 Ibs. Folds to fit 
in pocket! 


Ask your wholesaler for 
the new Old Pal catalog. 


OLD PAL, INC., Subsidiary of 
Animal Trap Company of America 
Lititz, Pa. e Pascagoula, Miss. ¢ Niagara Falls, Ont. 
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NEWS 


Wiss Names 
Northwest 
Representative 


Art 
Pearson 


Art Pearson has been assigned 
to the new territory in the Pacific 
Northwest for J. Wiss & Sons Co. 

Pearson will cover Washington, 
Oregon, Montana, Wyoming, Idaho 
and British Columbia for the scis- 
sors, snips and garden shears firm. 
He was formerly with the com- 
pany in an eastern territory. 


Kwikset 
Names 
Customer 
Relations 
Man 


Richard 


L. Cramer 


Richard L. Cramer has been ap- 
pointed customer relations repre- 
sentative for Kwikset Sales and 
Service Company, Anaheim, Calif., 
a subsidiary of The American Hard- 
ware Corporation. Prior to joining 
Kwikset, he was associated with 
the Union Oil Company for 12 
years. 


7th ARCHITECTURAL HARDWARE INSTITUTE SET FOR JUNE 


* 


nail 


COLLEGE IS OVER for this group who graduated last year from the Sixth Annual Architec- 
tural Hardware Institute. The 1961 institute is being readied at Ohio State University, 
Columbus, Ohio. Sponsored by the American Society of Architectural Hardware Consultants, 
the series of courses are set for June 11-17.’ Three courses are being offered: Basic, Inter- 


mediate and Advanced. 


THE SEVENTH annual Archi- 
tectural Hardware Institute will be 
held June 11-17, 1961 at Ohio State 
University, Columbus, Ohio. Spon- 
soring the institute is the Ameri- 
can Society of Architectural Hard- 
ware Consultants. 


According to George P. Merrill, 
A.H.C., executive director of the 
society, this year will mark the 
start of the three courses on a 
continuing education basis. 


A student can attend the basic 
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course one year and in consecutive 
years attend the intermediate and 
advanced courses. All three cours- 
es are held each year. In addition, 
this year a management course is 
being offered again. 

Certificates will be presented to 
students satisfactorily completing 
courses. Descriptive brochure and 
registration forms are available 
from George P. Merrill, A.H.C., 
executive director and co-ordinator 
of ASHC. His address is 220 E. 
St., Santa Rosa, Calif. 


CF&I Names 
District Head 


Kenneth L. 
Welling 


Kenneth L. Welling has been ap- 
pointed district sales manager for 
Colorado Fuel & Iron Corp.’s 
Spokane, Wash., district. He was 
formerly assistant district sales 
manager in Boise, Idaho. 

Welling joined CF&I in 1940 in 
Phoenix, Ariz. He was transferred 
to Boise in 1952. 


NEMA to Hold First 
Western Conference 


The National Electrical Manu- 
facturers Association will hold its 
first Western Conference at The 
Biltmore Hotel, Los Angeles, Cal., 
on June 8 and 9, according to Jo- 
seph F. Miller, NEMA managing 
director. 

Arrangements will be under the 
direction of co-chairmen A. Arval 
Morris of Anaheim, Cal., presi- 
dent of Electra Motors, Inc., and 
Raymond M. Waggoner of Emery- 
ville, Cal., vice president — West 
Coast—Hubbard & Co. 

The conference is planned pri- 
marily for member companies lo- 
cated in states west of the Rocky 
Mountains and for Western repre- 
sentatives. 


Hoff Joins Stanley in NW 


Donald M. Hoff has been appoint- 
ed sales representative in the 
Northwest territory for Stanley 
Tools, division of The Stanley 
Works, New Britain, Conn. 

He comes to Stanley from Wash- 
ington Steel Products, Tacoma, 
where he was in charge of sales 
training for distributor sales per- 
sonnel. Hoff was previously asso- 
ciated with the Don Eshelman Co. 
of that city as a sales representa- 
tive. 


American Screw Names Coy 


John J. Coy has been appointed 
vice-president in charge of sales 
for American Screw Div., Noma 
Lites, Inc. He has been with the 
Willimantic, Conn., division 12 
years. He was formerly general 
sales manager. 
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double loop 


There’s a big, complete line of T&S weldless chain 
in all sizes, metals and types including SASH e 
JACK @ SAFETY e@ REGISTER @ DOUBLE and 
SINGLE LOOP e@ PLUMBERS’ LINK @ NAVY LINK 
e@ FURNACE @ BEADED e CABLE @e UNIVERSAL 
@ AND MORE PLUS “S” HOOKS and other 
attachments. 


@ CHAINS 


faites ccsasssid 


COMPACT, SALES-BUILDER 
CHAIN DISPLAY 


Only 9” wide; 62” deep; 
17” high 
More facts and prices on 


complete line are yours 
for the asking. 


THE TURNER & SEYMOUR 
MFG. CO. 


TORRINGTON,CONNECTICUT 
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AMERICA “OUT-OF-DOORS” NEEDS WHEELS...AND 


GLEASON HELPS YOU 
sell more 
wheels 








Get more of the replacement and ‘‘do-it-yourself"’ wheel 
business. Gleason NARROW HUB wheels, together with 
Gleason Hub Stretcher Springs and Reducer Bushings, let 
you fill more requirements with a minimum wheel stock. 
Gleason wheels fit virtually any mounting arrangement or 
axle size! 


TWO DISPLAYS 
OF FAST MOVING 
NUMBERS 
TO 
CHOOSE FROM 


No. 522 Display — All No. 523 —- All metal 
metal counter unit... floor display. Con- 
less than 1 sq. ft. of tains 46 wheels... 
space. Contains asst. of keeps your wheel 
5 best-sellers ...8 wheels stock neat and con- 
in all. venient. 





GLEASON REFLECTORS AND 
DRIVEWAY MARKERS SELL ON SIGHT! 


DRIVEWAY 
MARKERS 
... Shipping 
Carton 

is Floor 
Display 


Asst. No. 19023 — Con- Asst. No. 31003 — 
tains 24 doz. asst. re- Contains 1 doz. ea. 
flectors...amber and round and tulip 
red. Reflectors indi- shaped red markers. 
vidually packed for DuPont Lucite lens; 
pegboard display, too! 34” plated wire rods. 








GLEASON CORPORATION 


325 N. PLANKINTON AVE. 
MILWAUKEE 2, WISCONSIN 
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Wiss & Sons 
Representative 
Moves to 
Northern 
California 


Frank J. 
Taylor 


Frank J. Taylor, sales represen- 
tative for J. Wiss & Sons Co., has 
been transferred to Northern Cali- 
fornia. He will also cover Utah, 
Colorado and Nevada. Taylor pre- 
viously was in the Pacific North- 
west for the Newark, N. J., firm. 


Desmond Shows Magic-pak 


Sales representatives of Desmond 
Brothers Paint Co., Torrance, 
Calif., attended the 5th annual 
sales meeting held February 3-5, 
1961, at the Sahara Hotel in Las 
Vegas. 

Highlight of the meeting was the 
introduction of a new point-of- 
purchase-kit known as the ‘‘Magic- 
pak” which contains five gallons 
of Deft wood finish in various size 
cans. 


Northwest 
Representative 
For Utica 


Gustav E. 
Engelbrekt 


Gustav E. Engelbrekt has been 
named Northwest representative 
for Utica Drop Forge & Tool Div., 
Kelsey-Hayes Co. He will make his 
headquarters in Seattle. 

Engelbrekt was previously a 
manufacturers’ representative for 
hardware supply organizations. He 
will handle the complete Utica 
line of pliers and adjustable 
wrenches. 


McCarthy Joins Briddell 


Chas. D. Briddell, Inc., Cris- 
field, Md., metal products manu- 
facturer, announced the appoint- 
ment of Joseph S. McCarthy as 
sales manager of its consumer prod- 
ucts line, Carvel Hall cutlery. He 
was formerly sales manager of the 
Consumer Products Div., Farring- 
ton Mfg. Co. 
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Store Service 
Manager for 
Western 
Hardware Co. 


Guy 
Wheaton 


Guy Wheaton has been appointed 
store manager for Western Hard- 
ware Co., Phoenix, Ariz. 

Wheaton’s_ responsibilities will 
cover new dealer acquisition, as 
well as serving as counselor on 
all retail problems pertaining to 
promotion and store services. 

Wheaton was formerly with 
Western Auto Organization for 14 
years. Previously he was with Gam- 
ble-Skogmo Department Stores. 


Woman Named Giftwares and 
Housewares Manager 


Sierra Madre Hardware, Sierra 
Madre, Calif., announced that Mrs. 
Frances M. Wilkins has been ap- 
pointed manager and buyer of the 
giftwares and housewares depart- 
ments. 

Thomas M. Schwartz, president 
of the firm, stated that Mrs. Wilkins 
will pay special attention to de- 
velopment of the company’s gift- 
wares section. She is well qualified 
to assist and advise customers on 
decorating both interiors and ex- 
teriors, Schwartz said. 

She was formerly manager of 
El Rancho Hardware in Arcadia, 
Calif., a position she held for nine 
years. 


Will Represent 
Diamond Bolt 


Lloyd 
George 


Lloyd George has been named 
Northern California sales repre- 
sentative for Diamond Expansion 
Bolt Co., Inc. 

George will be responsible for 
sales and promotional activities 
for the Garwood, N. J., firm. He 
will coordinate his work with Gene 
Lutes, manager of Diamond’s San 
Francisco branch. 


Hamilton 
Cosco 
Appoints 
New Sales 
Executives 


Richard 
C. Ellsworth 


William 
J. Shaw 


Richard C. Ellsworth has been 
appointed national sales manager 
of wholesale-retail division of Ham- 
ilton Cosco, Inc., at Columbus, 
Ind. 

Ellsworth was formerly national 
sales manager of the electric appli- 
ance division of Westinghouse 
Corp. 

Irving C. Lange, formerly West- 
ern regional sales manager, has 
been named Central regional sales 
manager. 

The new Western regional sales 
manager is William J. Shaw. He 
was formerly vice-president of 
sales for Implement and Tractor 
Publications, Kansas City, Mo. He 
also served as secretary-treasurer 
of the Western Retail Implement 
and Hardware Association. 

He will continue to reside in 
Kansas City and supervise the field 
sales forces in the Western States. 


Davis Brothers Store Sold 


Gerald Jorgenson has purchased 
the entire stock of the Davis Bros. 
Hardware and the land and old 
buildings adjacent to the store. 

Present plans call for the con- 
tinued operation of the business 
with the new firm to be known as 
Davis Brothers-Jorgenson. A full 
line of “hard” hardware will be 
carried as well as standard items. 

Jorgenson plans to replace the 
old structure with a new building. 
It will provide much more floor 
space. 

Leith Todd, formerly with a 
hardware firm in Manteca, will be 
in charge of the store. He will be 
assisted by Francis Jorgenson, 
brother of the new owner. 
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National Sales 
Service 
Offered 

By New Firm 


Phillip J. 
Hewitt 


Phillip J. Hewitt has announced 
that Specialty Items Co., 1010 
Doyle St., Menlo Park, Calif., has 
been organized to offer manufac- 
turers a complete sales service. 

Hewitt, formerly president of 
Allied Western Distributors, Inc., 
San Francisco, stated that his firm 
can provide market research, pack- 
aging guidance, promotional and 
advertising programs and national 
sales in toy, housewares and bath 
fields. 

Specialty Items Co. has sales of- 
fices in Boston, New York City, 
Philadelphia, Chicago, Cincinnati, 
Detroit, St. Louis, Kansas City, 
Oklahoma City, Atlanta, Dallas, 
Denver, Phoenix, Salt Lake City, 
Los Angeles, San Francisco, Port- 
land and Honolulu. 


M & D Holds National Meeting 


Under the theme, “Make Sales 
Hum in ’61,” M&D Store Fixtures, 
Inc., held their national sales meet- 
ing Jan. 9-12 at the Disneyland 
Hotel in Anaheim, Calif. 

During the meeting, the 40-man 
sales force heard Tyler MacDon- 
ald, vice-president of marketing 
at Hixson & Jorgensen, Inc., M&D’s 
advertising agency, predict that, 
“The basic attitudes of our society, 
which have completely transformed 
retailing in the last decade, will 


force sufficient changes in the next 
10 years so the same statement : gece ag ny door equipment to vanishing 
ut : joor hardware, R-W offérs literally hundreds of top- 

about retailing will be equally fr . quality standard and specialty mai products. pa 
true in 1970.” f, 7 : you will want to stock because of their fast turn-over . . . 
} f, ’ : iy others you will want to buy only on special customer 

Companies Change Names requests. In either case, your R-W Hardware Catalog 
a = offers you a complete line of “profit-plus” hardware 

West Bend Aluminum Co., West pe ‘3 ey S° specialties ... items that could earn you many dollars 


Bend, Wis., has changed its cor- ? & of “added-profits” each year. 


porate name to “The West Bend ; _— e 
Company”, effective Feb. 27, it was + h d Wil 
announced by R. O. Lockman, vice- | J Rict ar S- ' Cox 


president for sales. 
Effective Mar. 1, Stanley Electric Write today for your MARUTACTCRICS COMPAT 

Stake. tetahie 00 tie dean free copy of Catalog A HANGER FOR ANY DOOR THAT SLIDES 

w “ shia: Mabie tt . nley No. A-400. |, 3170 W. THIRD ST.» AURORA, ILL. * Branches in all Principal Cities 

he tale x haa Poconos | ee Ss beatae ences te 

its name to Stanley Power Tools. Phone Dunkirk 8-6173 Phone Mission 8:6700 Phone Main 23056 ” 
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These Western Dealers are Keeping Up to Date 


News About New Stores, Modernized 
Stores and Aggressive Merchandis- 


CALIFORNIA 


New Store for Wasco 


Martin Kuhlman and Bill Goert- 
zen announced plans for a new 
hardware store in Wasco, Calif. 

Site of the new store will be 
the G & L Market and Cold Stor- 
age. The building is being renovat- 
ed. An aluminum marquee running 
the full length of the structure 
plus a new store front will be in- 
cluded. 

A rear and front entrance to 
the store is being planned with a 
rear entrance providing access to 
the parking lot at the rear of the 
store. 


Gloy Opens New Store 
in Berkeley 


Henry Gloy announced the grand 
opening of Gloy’s Homewares 
Store at 2488 Shattuck Ave., Berk- 
eley, Calif., recently. Gloy former- 
ly owned a hardware store in 
Berkeley. His new store features 
a complete stock of homewares, 
gift, hardware and imported items. 
Free gardenias were given to the 
ladies during the grand opening 
celebration. 


Big Shopping Center 
for Camarillo 


A one-million dollar community 
shopping center in Camarillo, Calif., 
will include a hardware store. The 
first phase will consist of 11 acres 
with 63,000 sq. ft. of building floor 
space. Parking will be available 
for 440 cars. A total of 25% 
acres will eventually be developed. 


Arcata Store Adds Garden Center 


J. Robert Hensel, co-owner of 
Hensel Hardware, Arcata, Calif., 
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ing Programs 


has announced plans for construc- 
tion of a garden center as an ad- 
dition to the hardware store. Hen- 
sel and Mrs. Lily Williams, who 
is a partner in the firm, have re- 
cently established a nursery and 
greenhouse for growing plants. 
It is from this nursery that the 
owners will supply their garden 
center with plants, shrubs and 
other items. Garden accessories, 
tools and garden furniture will be 
included in the garden center. 


Morro Bay Store Eight 
Times Bigger 


Grand opening of Hayward 
Lumber Co., was held recently 
with a money saving sale plus 
refreshments and door prizes. Jim 
Froggatt, manager of the store, 
stated that the latest display and 
self-service facilities were available 
for all types of customers. This in- 
cludes the contractor, home build- 
ers, and do-it-yourself handymen. 
The new store is approximately 
eight times larger than the old 
store. The new store is located 
at 800 Atascadero Road, Morro 
Bay, Calif. 


Third Store Opened by Rea 


Ed Rea, owner of Rea’s Hard- 
ware, opened his new store in the 
Peninsula Shopping Center, Palos 
Verdes Estates, Calif., recently. 
This is the third store for Rea. 
He has operated a store in El 
Segundo and in Hermosa Beach. 
Manager of the new store is Joe 
Crow, Rea announced. 

One of the features of the new 
store is the indirect lighting for 
the fixtures. The store is complete- 
ly self-service. The interior of the 
store is decorated in light yellow 


for easy and pleasant customer 
shopping. 


McLaughlin Opens Store in 
San Anselmo 


James McLaughlin opened his 
new hardware store, Ross Valley 
Hardware, 157 San Anselmo Ave., 
San Anselmo, Calif. 

McLaughlin formerly owned the 
Redwood Empire Hardware Co., in 
Greenbrae. The new store will fea- 
ture hardware, paints, garden sup- 
plies, giftware and housewares. A 
full range of supplies for do-it- 
yourself builders is also included. 


Carmichael Hardware Moves 


Earl Hockett, manager of Car- 
michael Hardware Supply, Car- 
michael, Calif., announced the re- 
location of the hardware store. 

A new building has been con- 
structed at 3333 Fair Oaks Blvd., 
with 15,000 sq ft of space. The move 
means a larger store with room 
for new lines of merchandise. Am- 
ple parking is another feature of 
the location. 


Bike and Hardware Store Opens 


Valley Bike and Hardware held 
its grand opening recently. The 
store is located at 55818 Twenty- 
nine Palms Highway, Yucca Val- 
ley, Calif. Morris S. Patterson, 
owner, stated that the store fea- 
tures bicycles plus a complete ser- 
vice and repair department. 

In addition to bicycles, the store 
has a well rounded sporting goods 
department including football, bas- 
ketball, baseball, archery, etc. 

A feature of the grand opening 
was the awarding of door prizes. 
First prize was a bicycle, second 
prize a badminton set, third prize 
an archery set. 
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$250,000 Store Planned 


Burchell Hardware will build a 
new $250,000 store at 9th and F 
Sts. in Marysville, Calif. Kenneth 
Dempsey, Burchell manager, said 
the hardware store is expected to 
be one of the largest of its kind in 
central California. 


IDAHO 


Each Department Has 
Different Color 


Pocatello Hardware and Convas 
Co., 218 North Main, Pocatello, 
Idaho has just completed a re- 
modeling program. Owner Art 
Young said that $10,000 worth of 
new fixtures and equipment have 
been installed. 

Perforated board is used exten- 
sively for displays in the store. 
All island displays have each sec- 
tion designated by a different pastel 
color. Canopy lights set off the 
fixtures. Since remodeling, Young 
stated that customers seem to en- 
joy browsing and shopping in the 
modern setting. 


MONTANA 


Wieners and Gifts Attract 
Trade to Opening 


Warren Hancock, manager of 
Clacks Hardware, Havre, announc- 
ed the grand opening of the self- 
service hardware store recently. 
Free barbecued weiners with coffee 
were served during the two-day cel- 
ebration. Free gifts were presented 
to the first 250 ladies to come into 
the store on both days. Hancock 
pointed out that after extensive 
remodeling the store has been con- 
verted to nearly complete self- 
service. 


NEVADA 
Moell Opens in Elko 


Grand opening of W. C. Moell 
Co., Inc., 533 Railroad St., Elko, 
Nev., was held recently. Bill Moell, 
owner of the store, had free coffee 
were given for each one dollar pur- 
chase. Grand prize was a set of 
cookware. 


NEW MEXICO 


Albuquerque Lumber to 
Build Center 


Albuquerque Lumber Co., Albu- 
querque, N. M., recently announced 
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plans to construct a $370,000 
shopping center at 3300 San Mateo 
NE. The 80-year-old lumber firm 
will utilize 8000 sq. ft. of the 
approximately 40,000 sq. ft. in the 
shopping center. 

This will be the second store 
for the firm. Lumber and hardware 
items will be available at the other 
store located at 424 Second NW. 
The main office of the company 
will remain at this store. 


OREGON 
Morrow’s Hardware Moves 


Morrow’s Hardware in Gold Hill, 
Ore., owned by Don Morrow moved 
to a new location recently. Morrow 
started his store 12 years ago. His 
new location is a block east of 
where he originally opened his 
hardware store. 


WASHINGTON 
Factory Representatives Help 
in Opening 


Grand opening of Stambaugh’s 
Hardware, 22340 Marine View Dr., 
Greater Federal Way, Wash., was 
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PROFIT 
LINE 


+101 QUICK-SERVICE 
BASIC TOOL DISPLAY 


One of the fabulous 
Turnover Twins!* 


Contains Forged Wood 
Chisels @© Linemens & 
Long Nose Diagonal 
Cutting Pliers @ Files @ 
Utility Knife ¢ Tack 
Puller @ Screwdriver 
Set @ Chrome Alloy 
Adjustable Wrenches. 
Top Quality Tools, 
Unconditionally 
Guaranteed. 


ORDER TODAY! 
* With #100 Screwdriver Asst. 








held recently. Co-owners Jean and 
Bill Stambaugh formerly operated 
a hardware store called the Des 
Moines Mercantile in this Seattle 
suburb. 

A wide variety of door prizes 
were awarded during the opening. 
In addition, product demonstra- 
tions were put on by factory repre- 
sentatives. A complete line of paint 
and auto accessories has been 
added. 

The store has a total of 3300 
sq. ft. This is more than double 
the area that their former busi- 
ness had. Stambaugh also made 
the announcement that a new part- 
ner has been added. Bob Wilson of 
Zenith, Wash. and his wife Dorothy 
have joined the Stambaughs. 


Rosalia Adds Two Lines 


Bud Parks, Rosalia Hardware 
store owner, announced plans for 
store expansion in two lines of mer- 
chandise. He has discontinued his 
line of farm equipment and parts. 
The appliance area has expanded 
into the old parts room. Giftwares 
has also been added. 


Assmt #101 


| FULLER | TOOL CO., INC. 





V'" 3522 Webster Avenue, New York 67 
Master Tool Makers and Merchandisers 
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JUNIOR KEEPS BUSY in ample-sized play area in hardware store. He is 


no longer a hazard to displays or a cause of shortened shopping time for 
his mother. Store attracts more shopping mothers, too. 


Children’s Play Area Builds Sales 


Hamman’s 
Maryvale, Ariz. 


TAKING A CUE from modern 
super markets, Hamman’s, Mary- 
vale, Ariz., installed playground 
facilities inside their store for 
customers’ children. This paid off 
by providing increased unit sales. 

E. R. Hamman, store owner, 
noted soon after opening in the 
city’s biggest shopping center, that 
around 7 out of every 10 shop- 
pers brought smali children along. 

This posed all of the usual prob- 
lems of keeping the kids enter- 
tained and out of mischief while 
their mothers were shopping in 
the store. Restless children, the 
Arizona hardware man knew, are 
a hazard to neatly-built displays 
on the store’s self-service gon- 
dolas. Equally important is that 
mothers of squalling or rowdy 
children are quite likely to be so 
embarrassed that they will hasten 
to get out of the store. 
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The ideal solution, the Arizona 
hardware dealer has found, is the 
‘interior playground.” It occupies 
around 12 by 18 ft of space in 
the right rear of the store. 


It isn’t unusual that mothers 
find their children so thoroughly 
engrossed in the play area that 
they ask whether it will be permis- 
sible to leave the youngsters there 
for a few minutes, while shopping 
in another store. 


Now, that the interior play- 
ground has become well-established 
with Maryvale residents, it is im- 
mediately noticeable that the store 
is attracting many more shopping 
mothers than at any other time 
in the past. These mothers are 
spending much more time and more 
money in the store. Unit sales are 
almost twice what they were be- 
fore the playground was introduced. 





Telescopes Sell 
To Everyone 


Palo Alto Hardware Co. 
Palo Alto, Calif. 


TELESCOPES ARE SOLD and 
displayed the year ’round at Palo 
Alto Hardware Co., Palo Alto, 
Calif. The telescopes are given a 
window position four or five months 
prior to Christmas. It is then that 
the line immediately picks up in 
sales. 

About half the telescopes are 
sold as gifts. Serious amateur as- 
tronomers account for the rest of 
the purchases. Palo Alto Hard- 
ware sells the telescopes in five 
price ranges. The lowest price, 
$9.95 are bought mostly by and 
for children. The other price 
ranges from $39.95 to $199.00 are 
sold to teenagers and adults. 

Sales people in the store report 
that most telescope customers even 
youngsters have a pretty thorough 
knowledge of the items. Thus tech- 
nical knowledge is not essential 
in selling telescopes. Interest in 
the stars and planets has been 
getting much wider publicity than 
ever before. The public is becom- 
ing even more aware of astronomy 
as a hobby. 

Palo Alto Hardware has found 
that there is no reason why tele- 
scopes cannot be a good selling 
item for a hardware store. 


WINDOW DISPLAY of telescopes 
causes considerable comment from 
customers and earned the display 
space by creating extra sales. 
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New Owners for Knox 
Hardware 


The sale of Knox Hardware 
Stores’ Bristol Street branch in 
Santa Ana, Calif., has been an- 
nounced. It was sold to Robert 
W. Elder and Clinton M. Hoose, 
Jr. 

The Bristol Street store was one 
of three stores operated in Santa 
Ana by John H. and Joseph A. 
Knox. They will continue operat- 
ing the other two. The name of 
the store will be changed to Rion 
Hardware by the new owners. 


Hill Joins Sylvania in L. A. 


The appointment of Dean A. Hill 
as district sales manager, Los 
Angeles, has been announced by 
Sylvania Home Electronics Corp. 

Hill will be responsible for the 
sale of Sylvania television sets, ra- 
dios, and stereophonic high fidelity 
phonographs in Southern Califor- 
nia and portions of Arizona. He 
succeeds Raymond B. Huey who 
resigned. 

Gerald P. Goetten, who was re- 
cently appointed assistant district 
sales manager, Los Angeles, will 
report to Hill. 


Walling Joins Malibu Lumber 


H. P. “Bud” Walling has been 
named manager of Malibu Lumber 
Co., in Santa Monica, Calif. Thomas 
J. Fox, principal partner in the 
recent purchase, made the an- 
nouncement. 

Walling was formerly assistant 
to general manager of Fisher Lum- 
ber Co. in Santa Monica. 


E WINS SALES AWARD 


‘i 


PRESENTING TV SET to winner in Cuno 
Engineering Corp., Aqua-Pure water filter 
sales contest is John Phillips, Western Sales 
Manager, (left) to Harold Fernside of Fresno 
Plumbing Supply, Fresno, Calif. The Fresno 
firm is a subsidiary of P. E. O'Hair & Co., 
wholesalers, San Francisco. Looking on with 
pleasure are (from left): Bill Meuser, O'Hair 
sales manager of the distributing firm, and 
Neil O'Hair, president. 
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ODDS AND ENDS are sold from this clearance table by means of a 
Dutch Auction. Items are marked down 2 to 10 per cent each Monday 
until sold. Manager Tom Stapley finds Dutch Auction builds traffic. 


Try a Dutch Auction 
To Move Shelf-Warmers 


A DUTCH AUCTION is infinite- 
ly preferable to straight mark- 
downs. In getting rid of odds and 
ends in the inventory this is the 
better method, says Tom Stapley of 
Stapley Hardware Co., Mesa, Ariz. 

Periodically, the Arizona hard- 
wareman sets up the Dutch Auc- 
tion display in the center of the 
store. As many as two dozen items, 
culled from shelf-warmeis in va- 
rious departments, are shown. Each 
has a “starting price” tag. The 
price is reduced a specific percen- 
tage every week until the merchan- 
dise is sold. 

The amount of the reduction 
under terms of the Dutch Auction 
varies sharply. The reduction may 
range anywhere from 2 per cent 
to 10 per cent per day, according 
to the item concerned. 

Stapley Hardware Co. puts just 
as much care and effort into con- 
struction of Dutch Auction displays 
as any other area of the store. 

A shopper, for example, sees a 
small electric appliance. This may 
be much needed in her own home, 
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Stapley Hardware 
Mesa, Ariz. 


or may make an ideal gift for some- 
one. She is naturally torn between 
the desire to buy the item now 
at whatever reduced price is of- 
fered, and the desire to get as good 
a bargain as possible by waiting 
a few days. 

In nine cases out of ten, a 
customer who really wants an item 
on the Dutch Auction table will 
usually decide to buy it within 
two or three days, for fear some- 
one else may “buy it out from 
under them.” 

Literally dozens of items which 
normally would be shown on a 
“bargain table” with a flat mark- 
down, sell with a greater return 
to the store, under the Dutch Auc- 
tion plan. 

There are extra advantages ac- 
cruing from the Dutch Auction. 
One is a quick cleaning up of all 
leftover stock in every department 
in the store. It is also a traffic 
puller. Many bargain-minded Mesa 
residents make it a habit to “drop 
in and check the bargain table” 
whenever they are in the area. 





Women Customers 
Like a Clean Store 


Ralston Hardware Co. 
Arvada, Colo. 


HARDWARE DEALERS who 
want more women customers may 
find that an ordinary vacuum 
cleaner is the answer. 

According to Frank Englebrecht, 
owner of Ralston Hardware Co., 
in Arvada, Colo., “Most women 
keep their homes as scrupulously 
clean as modern house cleaning ap- 
pliances will let them. A hardware 
store which is dusty, with mer- 
chandise carelessly displayed, nat- 
urally repels them. 

“This means that everything in 
the store, not only the housewares 
department which attracts women 
most, but even sections devoted to 
nuts, bolts and tools, must be main- 
tained on a spotless basis.’ 

The principal cleaning instru- 
ment, utilized by Ralston Hard- 
ware Co., is an ordinary vacuum 
cleaner. Display areas are vac- 
uumed twice a week. 

The fact that much of the clean- 
ing is carried on while customers 
are in the store has had a good 
public relations effect. 

The owner said “By merely 
pointing out that all merchandise 
is clean, we make the sort of im- 
pression which builds up customer 
confidence in us. This helps bring 
women customers back time and 
again.” 


VACUUM CLEANER gets the dust 
from most any display. 
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boosts renta 
income 
2 ways 


Goodell makes a dollar 
do more than adollar’s 


| work® There’s no MagiCums 
no twisted wordSaaaan 
just plain old New England 
“horse sense’m Goodell simply 
uses Small Town economys the 


-y latest in equipment plus the 


This proven profit-maker brings rental customers for (1) 
floor polishing, waxing, buffing, steelwooling; and (2) rug 
and carpet shampooing, or floor scrubbing. Simple snap-in- 
place locking clamps on tank enable you or customer to 
convert JW12 from floor polishing to scrubbing in 3 minutes, 
or less. Multiple uses increase sales of many other related 
items, such as wax, floor finishes, steel wool, shampoo, etc. 


JW12 is real customer pleaser — especially women — be- 
cause it handles easily, stows between car seats for trans- 
port, gives do-it-yourselfers professional effect on rugs, 
carpets, floors. Yet entire unit, with tank, shampoo brush 
and all floor attachments — ready for 2-way rental use — 
actually costs less than most single-use scrubbers. For 
full story on JW12 and other Holt rental machines, mail 
coupon today. 


Cradle permits adjusting brush 
to depth of rug pile. 


SALES AND SERVICE CENTERS IN MAJOR CITIES 


HOLS ees 


669 - 20th St., Oakland 12, Calif.; 10702 - 46th St., Tampa 10, Fla. 
272 Badger Ave., Newark 8, N. J. 4 


HOLT MFG. CO., Dept. K-4 


669 - 20th St., Oakland 12, California; 10702 - 46th St., Tampa 10, Florida; 
272 Badger Ave., Newark 8, New Jersey. 


Please send me details on Holt JW12 and other rental machines. 


Positi 
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highest quality materials avail- 
ablem Hundreds of Hardware 
buyers are profiting by these 
factsm You should too& 





Here’s proof! Tool (as shown) with black, 
shatterproof plastic handle guaranteed not 
to dissolve when cleaned with acetone or 
paint remover. 59¢ sug. list— 


not-90--er- $0” 
COMPARE GOODELL QUALITY . . . VALUE! 


Write for Free Sample on your letterhead to- 
day and ask about our Discount Schedule. 
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Joint Meeting AHMA-SWHA 


The Southern Hardware Conven- 
tion opens in Miami Beach, Fla., 
April 16. Joint meetings of the 
American Hardware Manufacturers 
Association and Southern Whole- 
sale Hardware Association are 
scheduled to last through April 19. 

Registration of delegates will 
be made April 15 at the Ameri- 
cana Hotel. The convention will be 
opened officially with a reception 
on Sunday, April 16. 

A. L. Platky, Pendelton Tool 
Co., Los Angeles, will be attending 
the convention as a member of the 
AHMA resolutions committee. 


Regina Names Western Sales Co. 


The Regina Corp., manufacturers 
of Electrikbrooms and twin-brush 
floor polisher-scrubbers, has ap- 
pointed a Western sales associate. 
From its base in Denver, Colorado, 
Carle H. Sudakoff Co. will cover 
Idaho, Utah, Montana, Wyoming, 
Colorado, New Mexico, Arizona 
and El Paso, Texas. 





TIRELEM 
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New Display Rack 
Doubles | 2:2 "“7"s.| Sales! 


Sensational new Hy-Ko "Merchandise Mart" has 
been hailed by merchandising experts as the 
“trigger for soaring sales in this field. Five 
panels occupying only 15'' swinging space, dis- | 
play the entire Hy-Ko line of B-10, R-10, L-100 Re- | 
flecting House & Boat Numbers/Letters, Futura | 
Numbers/Letters, and 3 styles of Signs—Day-Glo, | 








Reflecting and Futura (merchandise that would | 


ordinarily require a 12' x 12° wall for salable 
display. All items hang individually for impulse 
buying, and faster inventory count. Rack comes 
FREE with either of two standard assortments. | 
Can be wall mounted, or hung on Peg Board, 
KV, or Reflector hardware fixtures. 


Write for circular. Order from your jobber 
HY-KO PRODUCTS CO., Cleveland 3, Ohio | 
For Details Circle 22 on INQUIRY CARD 
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SCHEDULE OF CONVENTIONS AND SHOWS 


May 4-6 


May 14-17 


May 21-24 


May 21-25 


June 2-9 


June 11-17 


June 25-29 


July 2-5 


July 9-14 


July 10-13 


July 10-14 


July 17-21 


July 23-27 


Aug. 6-9 


Aug. 13-16 


Aug. 20-23 


Aug. 27-29 


PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, El Mirador Hotel, Palm 
Springs, Calif. (Sponsored jointly by the National 
Builders’ Hardware Association and the American Society 
of Architectural Consultants. John Barrison, Dalmo-Con- 
tinental Co., 144 So. Mission Rd., Los Angeles.) 


THIRD NATIONAL TOY SHOW, Morrison Hotel, Chi- 
cago, Ill. (Jules Karel & Associates, 8 South Dearborn 
St., Chicago.) 


WESTERN TOY, JUVENILE & WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco, 
Calif. (Robert Zinkhon, Western Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


4ist CONTROLLER’S CONGRESS ANNUAL CON- 
VENTION, Hotel Ambassador, Los Angeles, Calif. (Ste- 
phen K. Small, National Retail Merchants Association, 
100 West 31st St., New York, New York.) 


PACIFIC COAST HOME BUILDERS ASSOCIATION, 
Sheraton-Palace Hotel, San Francisco, Calif. (Rodney 
Radom, 350 Post St., San Francisco, Calif.) 


ARCHITECTURAL HARDWARE INSTITUTE, Ohio 
State University, Columbus, Ohio (George P. Merrill, 
American Society of Architectural Hardware Consultants, 
220 E. St., Santa Rosa, Calif.) 


ASSOCIATED POT & KETTLE CLUBS UF AMERICA 
CONVENTION, Hotel Gearhart, Ore. (Arnie Ekleblad, 
805 N. W. Glisan, Portland.) 


CHRISTMAS GIFT, HOUSEWARES, HARDWARE 
AND TOY SHOW, Dallas Trade Mart, Dallas, Texas 


(Dallas Trade Mart, 2100 Stemmons Freeway, Dallas, 
Texas) 


LOS ANGELES SUMMER MARKET, Home Fvrnish- 
ings Mart, Los Angeles Calif. (Eddy S. Feldman, Home 
Furnishing Mart, 712 S. Olive St., Los Angeles, Calif.) 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Denver Hilton Hotel, Denver, Colo. (Na- 
tional Retail Hardware Association, 964 No. Pennsylvania 
St., Indianapolis, Indiana) 


NATIONAL HOUSEWARES EXHIBIT, McCormick 


Place, Chicago, Ill. (Dolph Zapfel, Merchandise Mart, 
Chicago, III.) 


WESTERN SUMMER MARKET, Merchandise Mart, 
San Francisco, Calif. (Henry Adams, Merchandise Mart, 
1355 Market St., San Francisco, Calif.) 


53rd CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles (Trade Shows Ltd., 3510 Council St. Los Angeles). 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY & HOUSEWARES SHOW, Brooks Hall, 
Sheraton-Palace, St. Francis and Sir Francis Drake 
Hotels and Western Merchandise Mart, San Francisco 
(Kay Leber, Western Exhibitors, Inc., 1355 Market St., 
San Francisco). 


PORTLAND GIFT SHOW, Public Auditorium and Plaza 
Hotels, Portland (Kay Leber, Western Exhibitors, Inc., 
1355 Market St., San Francisco). 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels and Terminal Sales 
Bldg., Seattle (Kay Leber, Western Exhibitors, Inc., 1355 
Market St., San Francisco). 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane (Kay 
Leber, Western Exhibitors, Inc., 13855 Market St., San 
Francisco). 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 


Bureau. 
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Chips and Brushes Stir 


Interest in Paint Ca 
Hamman’s 0 lf A 1 | TY 
Maryvale, Ariz. 


EYE - CATCHING PANEL DIS- 
PLAYS just inside a store en- 
trance, can sell a lot of additional 
paint. Hamman’s, in Maryvale, 
Ariz., found this a way to attract 
new home owners. 

They broadened their paint lines 
to include two top nationally-ad- 
vertised lines, a “budget price” 
local paint line and a large inven- 
tory of moderately priced brushes, 
rollers, trays and painting acces- 
sories. 

In selling the home owner’s mar- 
ket, it is important to focus cus- 
tomer’s attention to paint. That’s 
the reason for the display panel 
5 ft by 3 ft high. 

As shown, the “billboard” was 
very simply made by outlining 
three vertical rectangles with a 
striping brush, and black paint. 
A few paint chip samples were 
stapled on the board with nine 
paint brushes in both the better- 
price and low-price categories. 

Placed against the checkstand 
where customers would see it on 
entering, this billboard type sign 
reminded dozens of persons daily 
of paint. 

“We make up new signs of this 
type on the average of once a 
month. Along with the signs we 
make certain that at least seven 
out of every 10 customers entering | Standards are so rigid, only 2 out of 
the store for any purpose visit the | every 100 handles we make qualifies to 
paint department.” carry this label. Sell your customers 

long-term economy, greater safety and 


CHIP AND BRUSH SIGN stir up in- satisfaction—at greater profit to you— 
terest in paint department. Sell Daniel Boone. Write for Catalog P 
and handy Wall Chart. 





TURNER, DAY 
wets & WOOLWORTH 
sean | CS Fy Outs HANDLE CORP. 


© WALAAE 





CROSSVILLE, TENNESSEE 
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Demonstrations Get Sales 
In ‘Home Care Center” 


DEMONSTRATION IS AN IMPORTANT part of 
selling any product. In setting up a floor care center, 
demonstration of floor polishers and electric mops 
is a must. This is especially true when products are 
completely new to customers, as in the case of elec- 
tric mops. 

In order to demonstrate Regina Electrikmops and 
floor polishers, the Emporium, San Francisco, made 
the following demonstration panels for use in their 
“Home Care Center’ at a minimum of cost. 

A piece of dark colored linoleum was glued down 
to a % in. plywood panel 24x24 in. A %xl4 in. 
molding was put around all four sides to finish it 
off. Dark colored linoleum was used because water 
shows up better on it when demonstrating. 

In addition to the panel of linoleum, another panel 
the same size was used to demonstrate Electrik- 
brooms. This panel had a rug remnant attached to it. 
The rug was used along side the linoleum panel in 
demonstrations. 
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RUG AND LINOLEUM PANELS form focal point in 


home care center’ demonstration area. 


For floor polishers, a second linoleum panel was 
made. However, depending on the amount of use, one 
linoleum panel may be sufficient. 

Cost involved in making the demonstration panels 
is nominal. Rug samples or remnants can be obtained 
for around $2.50. Linoleum can be taken out of stock 
or if not carried, obtained from a distributor. Plywood 
and molding can be purchased at little cost, also. 
The end result means increased sales from actual 
demonstrations of the products. 


MARSHALLTOWN 
TROWELS 
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WILHOLD GRABS [| FASTER | 


SPREADS FURTHER! 
SANDS EASIER! 


AMAZINGLY STRONG! 


OVER 3000 PSI 
DRIES QUICKLY ¢ DRIES CLEAR 


WILHOLD 


PAPER * LEATHER + TABLE-TOPS poy 
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ADD A SALE—ITS EASY! 


Add a hobby and model department to your hard- 
ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
Oregon and Washington . . . for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 
Distributor of Hobby Supplies 
D.N. Mallory ® Wholesale oh sa 
598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 
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the West. The factory was located 
on Rincon Hill, San Francisco. In 
1933 it had to be moved when the 
San Francisco-Oakland Bay bridge 
designers selected the hill for the 
western mooring of the bridge. 
The business was relocated in 
one of the pioneer buildings of 
San Francisco at 617 Sansome St. 
In 1951 Maurice Knox, a manu- 
facturer’s representative, was 
looking for additional outlets for 
his line of broom handles. One of 
the prospects on his list was Amer- 
ican Push Broom and Brush Co. 
When he called there, he found 
that Frazier had died and the busi- 
ness was up for sale. Instead of 
selling broom handles, he bought 
a factory. However, as soon as he 
become oriented in the business 
he began buying his own broom 
handles. Or, to put it another way, 
he began selling handles to himself. 
Among some of the boxes of rec- 
ords he found 1925 catalogs of 
Dunham, Carrigan & Hayden and 
Baker & Hamilton, San Francisco 
wholesalers, in which the Amer- 
ican push brooms were listed. The 
firm still makes some of the num- 
bers shown in the catalogs. 
In 1955 the name was stream- 
lined to American Push Broom Co. 
At the same time the company was 


moved to 114 Fern St. in San Fran- 
cisco. The factory and offices were 
laid out on the floor for improved 
efficiency in manufacturing. The 
company uses 8,000 sq. ft. of space. 
The offices and display room of 
the M. H. Knox & Co. takes up a 
corner of the area. 

Also at that time, Maurice H. 
Knox became president of the cor- 
poration. He had started a manu- 
facturers representative business, 
M. H. Knox Co., in 1949. After 
buying the brush factory he used 
his representative firm as a sales 
outlet. 

Most of the fiber used in making 
several types of brooms comes 
from Africa and India. The broom 
handles are still being sold to 
American Push Broom Co. by M. 
H. Knox & Co. 

The broom the firm has been 
featuring recently is the “Freeway.” 
The brush is made from Duratex, 
a plastic fiber made from the com- 
pany’s own formulation. This is 
promoted as an all-purpose broom 
for industry and domestic use. 

The company distributes their 
brooms throughout the 13 Western 
States. The Southern California 
territory is handled by John Sibley, 
manufacturers’ representative, who 
is headquartered in Los Angeles. 
Miss Lee Bunker covers Northern 


THE PRESIDENT, Knox, discusses 
sales strategy with John R. Sibley 


who covers Southwest. 


California and works out of the 
San Francisco office. Knox covers 
the Mountain States, Nevada, Pa- 
cific Northwest and Hawaii as well 
as his own accounts in Northern 
California. 

Oldest employee in point of ser- 
vice is Art Koenig who has been 
working in the factory on the 
brush stapling machine since the 
factory was started in 1918. He 
will be 81 in July. Nell Kennedy 
has a record of 10 years with the 
firm. She is the secretary to Knox 
who states, “she is one of the best 
sales persons in our business, espe- 


cially on the telephone.” 





Signs Work As 
Traffic-Stoppers 


FAST-MOVING TRAFFIC gives 
a hardware dealer a fleeting instant 
of time to make an impression on 
motorists. According to R. E. 
Preach, of Preach Hardware Co., 
Phoenix, Ariz., the solution to his 
problem is readable signs in front 
of his store. 

One is a theatre-like sign, of 
clear plastic panels, elevated some 
15 feet above ground level. Bright 
red silhouette letters, 10 inches 
high, can be read for blocks in 
either direction. This sign is used 
to spell out short, effective mes- 
sages. 
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His second “traffic stopper’ is 
the platform display on which his 
“Today’s Special’’ is introduced 
daily. The special may be a low- 
priced wheelbarrow or an expen- 
sive power lawn mower offered with 
a one-day price reduction. 

Whatever the item may be, it is 
always large enough that the cus- 
tomer can recognize it even mov- 
ing at high speed, as well as hav- 
ing time to read the “Today’s Spe- 
cial” message. In one month, the 
platform sold 15 extra lightweight 
wheelbarrows. 


Preach Hardware Co. 
Phoenix, Ariz. 


TWO SPECIAL SIGNS work for 
dealer. "Today's Special display 
shows wheelbarrows on sale. 
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NEWS 





Pot & Kettle News 

Pot & Kettle Club of Seattle 
held its first meeting of 1961 on 
January 9 at the Norselander. 
Some 26 members, guest and 
Spooners were present. 

The Portland Club is in the midst 
of polishing the brass in anticipa- 
tion of the national convention 
which will be held June 25-29 at 
Gearhart, Ore. Portland will be 
host club for the Associated Pot 
& Kettle Clubs of America. Part of 
their activities include a fund 
raising campaign to increase the 
McCune Scholarship award. As an 
added incentive to get contribu- 
tions, a lucky couple will be selected 
for an all-expense jet trip to Hawaii 
for 10 days. 

The first meeting of the Denver 
Club was held January 4 at the 
Colburn Hotel. The Club’s “Big 
Daddy” program has increased at- 
tendance and gained new members, 
according to word from Ed Wolf. 

San Francisco members are in 
the process of staging their fund 
raising event in February. The an- 
nual Rummage Sale is to be held 
in Larkin Hall, Feb. 18 with Leon 
Beck in charge of details. Money 
raised will be used for their schol- 
arship fund. 


IN MEMORIAM 





SAMUEL J. DODGE 


Samuel J. Dodge, 56, retired 
manufacturers’ representative, died 
unexpectedly in Santa Cruz, Calif., 
Mar. 9. He had been a resident of 
Oakland, Calif., for some 42 years 
until he retired from business re- 
cently. 

As a manufacturers’ represen- 
tative, Dodge handled giftwares 
and pottery. He had a showroom 
in the Western Merchandise Mart 
in San Francisco from 1948-1954. 
He was a member of the San 
Francisco Pot & Kettle Club. 

Surviving Dodge are his widow, 
Grace Marie; a daughter; his 
mother; three brothers, two sis- 
ters, and two grandchildren. 


ARTHUR F. HAMMOND 


Arthur F. Hammond, 84, owner 
of Hanford Hardware Co., Hanford, 
Calif., died at his home recently. 

Hammond started his hardware 
store in 1913. He was a member 
of the California Retail Hardware 
Association and Henry Disston 
25-Year Club. 

He is survived by his widow, 
Grace; a brother and a sister. 





KRYLON 


SPRAY PAINT 


Advertised in Life, Saturday Evening Post, Good Housekeeping, 
Better Homes & Gardens, American Home, McCall’s, Ladies’ 
Home Journal, House & Garden, Living for Young Home- 
makers, House Beautiful, Popular Mechanics, Popular Science, 
Mechanix Illustrated, Science & Mechanics, Sports Illustrated, 


and Sunset Magazine. 


The Brand with Demand! 


NORRISTOWN, PA. 
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KRYLON, INC. 


RICHARD E. PRITCHARD 


Richard E. Pritchard, 69, retired 
president and chairman of the 
board of The Stanley Works, New 
Britain, Conn., died Feb. 19 at his 
home after a long illness. 

He had served The Stanley 
Works since 1914, becoming presi- 
dent of the company in 1941 and 
chairman of the board in 1950. 
He retired in 1955 but continued 
to serve as a director. 


ROY F. BOWMAN 


Roy F. Bowman, 63, died recent- 
ly following a heart attack. He 
was owner of Bowman Appliance 
and Hardware, Florence, Ore. 

Bowman was well-known for his 
civic and fraternal activities. He 
also belonged to a number of sport 
clubs and was active in conserva- 
tion groups. 

Surviving him are his widow 
Dagna and a son, Donald L. 





What Do You Think of 
Sunday Openings? Read 
Editorial Comment on 
page 5. Do you agree? 
Disagree? 
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“A PENNY A PATCH"... is 
all it costs to use 
TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, canvases 
tents, ts tarpaulins, bags, leather good 

it can penetrate. 

nent. Thousands of uses 


is an 
Inexpensive, perma- 


jobbers and dealers everywhere. 

oz. and 16 oz. plastic bottles. Also 
acked from 32 oz. to | gal. 
n glass. SEND THIS AD AND 
$1. FOR SAMPLE LARGE 
BOTTLE, PRICES AND LITERA- 
TURE. 

Comes in attractive 3- 

color counter disploy 

carton. (12 to a pack- 

oge). 


VAL-A COMPANY 
700 W. Root St. 
Chicago 9, Mil. 

VArds 7-9442 
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Georgetown 3, Conn. 
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Blue Island, Ill. 
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HARDWARE WORLD 
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INDEX TO ADVERTISERS 


SABER SAW BLADE 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 


DISPLAY CARDS 


Finest quality Whiz-Saw blades are plastic 
sealed on attractive display cards that can 





Note: Figures in parentheses ( ) refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 48 
information 


when desiring further 


about advertisement. 


A 


Amerace Corp Supplex Co Div... 
Animal Trap Co of America .... 


B 


Barton Wood Products Co 


Cc 
Campbell Chain Co 
R E Chapin Mfg Works Inc .... 
Cleveland Mills Co 


Colorado Fuel & Iron Corp (1) 
Front Cover 


D 


Daisy Manufacturing Co 


F 
The Forsberg Mfg Co 
Fuller Tool Company ........... 53 


G 


The Gilbert & Bennett Mfg Co .. 
Gleason Corp 
The Goodell Co 


John H Graham & Co Ine (33) 
Back Cover 


H 


Holt Manufacturing Co 
Hyde Manufacturing Co (2) 

Second Cover 
Hy-Ko Products Co 


be hung in troffic areas. These cards are 
just what you need to meet the steady 
demand for replacement blades. The 
blades are color coded for coarse, medium, 
fine and metal cutting and will fit every 


Igloo Corporation major-make saber saw on the market. 


hays er y 


K - 
Krylon Incorporated y 2. 5 


UM Verma: 


SABER saw 


BLADES 





DN Mallory 
Marshalltown Trowel Co 
Robert E Miller & Co Inc 


Mirro Aluminum Company 
Third Cover 


N 


National Screw & Mfg Co 
Nicholson File Company 


G-57 CARD (5 x 7) 

Holds 5 finest quality steel blades .. . all 
R | filed and set for fast, clean cut. Color 
coded for coarse, medium, fine and metal 
cutting. Suggested retail $1.98. Packed 25 
cards per box. 


Richards-Wilcox Mfg Co 


S 


Supplex Co Div of Amerace Corp 7 


z 


S G Taylor Chain Co 

Tubbs Cordage Co 

Turner, Day & Woolworth Handle 
Corp 

The Turner & Seymour Mfg Co.. 


U 
U S Steel Products Div U S Steel 


SERIES G CARD (3 x 6) 

Holds 2 Whiz-Saw blades. Color coded. 
Blades are sealed in plastic. Suggested 
retail price $0.79. Packed 25 cards per box. 
Val-A Company Send for new catalog today 


40) 43:13 AF 


Wilhold Glues y ”) Pay), e Vy 


THE FORSBERG MFG. CO., BPT 
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HARDWARE & SUPPLY 
Long established leading hardware 
in stable dependable dist. immediate 
trade center 25,000 people. Handling 
& stocking hardware, plumbing, steel, 
pipe, wire rope, tanks, fence mate- 
rial, rails, ranch & mine supplies— 
new & used. Facilities for adding 
building materials or expanding 
scrap & salvage. Six figure price. 
Owner wishes to retire. Make ap- 
pointment thru ph. 410 or P.O. Box 
788, Safford, Ariz» DON PACE. 





IF YOU ARE A BUYER OR 
OWNER of a retail hardware store, 
I have what I think is an offer that 
is both unique and much to your ad- 
vantage. I would like YOU to be our 
salesman. I will pay liberal commis- 
missions, in CASH, on all purchases. 
Send now for your sales kit, so I may 
send your commission checks on their 
way. J. C. Bowyn, Box 280, Bayonne, 
New Jersey. 





HARDWARE STORE FOR SALE 
Clean stock of paints, hardware, 
gifts. Modern store, steel fixtures. 
Center of fastest growing area on 
beautiful Monterey Peninsula. Health 
forces sale at inventory and fixture 
cost. Address Box A-977, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 





TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy ... tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 
mail box. 








Announcements in this section are inserted at the rate of twenty cents 
per word, including address or box number, with a minimum charge of 
$5.00 per issue, payable in advance. Send copy to 1355 Market Street, 
San Francisco 3, California. 








ITIES 


FOR SALE 


Hardware business with bright fu- 
ture in Lovell, Wyoming, for sale. 
Small investment with big potential 
in town of 2500 due for immediate 
industrial, recreational and agricul- 
tural growth. Contact Lovell Hard- 
ware. 





FOR SALE 


Hardware Store, stock and fixtures, 
combined variety store, sell together 
or separate. Lease or sell building. 
Owner ill. P.O. Box 193, Laton, Cali- 
fornia. 





LAYOUT SHEET .. . Graph lay- 
out sheet scaled 4” to the foot, large 
enough to accommodate a 50 x 100 


foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 





1960 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and _ specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 





Mental Illness 
Strikes Children Too... 


thousands of them... 
even little ones of four or five! 


The National Association for Mental 
Health is carrying on a research pro- 

a gram to combat the mental illnesses 
+» of childhood. Support this program. ¢ 
; %, 

4 Help conquer mental illness, Next. 
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Give at the Sign of the Ringing Bell! 





Furniture Rest — Pintle Type 


B | 


i 
Crutch Tip 


<b 


Monopoint Glide 





Bakelite Furniture Rest 











Bakelite Caster Cup 





64 


RUBBER CUSHION GLIDES 


Wonderful for all wood \ eg 


Ss, 
5", Ya”, 1", 11/16", 1%”, 1%", 


PROMPT SHIPMENT 


Qs erry 
Ask your jobber, if he is not supplied, writ 

ROBERT E. MILLER & CO., INC., 

35 Pearl St.. New York 4. N. Y. 
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Rubber Expander 
Tubular Glide 








1%", 1Ye"s 
~*, %", 


Yo ", 


Adjustable Rubber 


Adjustable Tubular 
Cushion Glide 


Spring Type 











HARDWARE WORLD 








brand new ha / ~ RO 
em money-naker 


—e ...tops in quality...tops in style! 


s Here’s your newest, hottest money-maker from MIRRO— 
C, C) VAC a practical, economical electric broiler that will go anywhere, 
JE broil anything from hamburger to sirloin, and turn it out 
a just the way you want it! Get 
these broilers in stock and out on 5 
display just as soon as you can. $ er 
a portable table Ready-made demand means a 


new source of immediate profit suggested retail 
or counter unit for you... from MIRRO. 
APPROVED BY 
UNDERWRITERS’ 


LABORATORIES! 


Seif-draining, removable meat 
rack, easy to clean. 


7 ns — - _ Complete cord set included 
Full-Size BRICK TYPE ELEMENT Easy-Rest HINGED COVER Exclusive OPEN-END SAFETY HINGE* with every broiler. 
Placed at exactly the right height, Stands solidly in fully-open position, Lets cover detach from base, 
in broiter cover, for even heat to make food removal easy. for easy, thorough cleaning. 
dispersal and uniform broiling. 


"Pat. Pending. 


ww thm 

4 Rw Dg 0 Op D> 
‘* Guaranteed by 

Good Housekeeping 

<< a0 
45 apvranistd WE 


No. M-0105 
700 watts—120 V.—AC or DC 
Shipping Unit: 1 Only, 4% Ibs. 


Big, 92-inch 


broiling surface! 


ee 


MIRRO ALUMINUM COMPANY, MANITOWOC, WISCONSIN e¢ World's Largest Manufacturer of Aluminum Cooking Utensils 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 
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WHAT'S NEWS 


IN ROPE! 


SELL MORE ROPE BY MERCHANDISING 


‘ 


NYLON MERCHANDISER 


A complete Nylon 

Rope Department 

only 24 inches 

high and less than 

1 foot square. 

Rope sizesare V/”, 

Ho", Va” and 36” 

...your choice as 

to size assortment 

on the 4 reels. Dis- 

play rack FREE 

with order for 4 or 

more spools of 

100% Nylon 

Braided Rope. This is a high turnover, 
high profit item. Ask for the King Cotton 
No. 5050 Rope Rack. 


POLYPROPYLENE 
TWISTED ROPE 


a 
rors 
pes) 


eS a a 


The newest synthetic fiber rope, poly- 
propylene is strong, tough, highly abra- 
sion resistant, unaffected by mold, mil- 
dew, acids, alkalis, oils or grease, and 
it's so light it floats. This merchandiser 
contains 5-50 ft. coils and 5-100 ft. coils 
of Twisted Polypropylene Rope. Natural 
color. FREE rack. Ask for King Cotton No. 
711 Rope Rack. 


MARINE ROPE CENTER 


A low inventory, 
low cost, merchan- 
dising display... 
now you can get 
your share of the 
fast growing ma- 
rine trade. Each 
rack contains one 
spool each of 4” 
Vinyl coated Tiller 
Cable, %” Poly- 
ethylene Rope, 
Ye”, Va" and 6” 
100% Nylon 
Braided Rope. All 
fast moving items. Rack is only 24” high 
and takes up less than 1 foot square of 
counter or shelf space. Ask for the King 
Cotton No. 3050 Rope Rack. 


HERE’S THE ONLY COMPLETE LINE. 


MANILA ROPE RACK 


Complete rope depart- nt Mont 
ment in only 2 sq. ft.; fe 

low, compact unit. You } 
can stock popular sizes 

right on this rack; low 

inventory and high 

turnover in 2 sq. ft. of 

floor space. Connected 

spools let you sell any 

odd length or com- 

plete 50 ft. or 100 ft. 

spool units. Sizes”, 

6", ¥", V2", Se” and %” diameter. Ask 
for Rack No. 7000. Also available Rack No. 
7400; does not contain 5%” or %4”. 


POLYETHYLENE 


Small space (less 
than 1 sq. foot and 
24” high), low 
cost, low inventory 
way to get your 
share of this busi- 
ness. Widely used 
for ski tow rope, 
mooring lines, tent 
rope, barrier rope, 
utility rope, etc. 
Diamond braided 
polyethylene. Col- 
or is bright yellow. 
Each merchandiser 
contains one spool each of 3/4", %4", 4” 
and %” diameter diamond polyethylene 
rope. Rack is FREE with each order for 4 or 
more spools. Ask for the No. 3070 King 
Cotton Rope Rack. 





JUNIOR NYLON RACK 


More profit per 
square inch than 
you can imagine. 
Only 17” high 
and takes up less 
than Ya sq. ft. 
An easy way to 
get into the 
braided nylon 
cord business. 
Each rack con- 
tains one spool 
each of 4", 44", 4%” and 3%” diameter 
nylon rope. Ask for the No. 5080 King 
Cotton Rope Rack. 
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MULTI-FILAMENT SOLID 
BRAIDED JUNIOR POLYPRO- 
PYLENE DEPARTMENT 


Perfect, low in- 
ventory system 
for getting busi- 
ness on solid 
braided poly- 
propylene rope. 
Newest synthetic 
on the market. 
Strong, abrasion 
resistant, un- 
affected by mold, 
mildew, oil, 
grease, acid, 
alkalis, etc. So light it floats. This sales 
builder contains one spool each of ¥%4”, 
Y,” and 34”. Ask for the No. 3780 King 
Cotton Rope Rack. 


MULTI-FILAMENT SOLID 
BRAIDED POLYPROPYLENE 
ROPE SENIOR MERCHANDISER 


Strong, abrasion re- 

sistant and has a 

good working feel, 

plus a terrific re- 

sistance to oils, gas- 

oline, greases, acids, 

alkalis, mold, mil- 

dew, etc. So light it 

floats. Here is the 

coming number in 

your rope business. 

Profitable and high 

turnover. Each rack 

contains one spool each of the following 
sizes... Ve”, % ” and %,”. Ask for the 
No. 3750 King Cotton Rope Rack. 


DIAMOND BRAIDED 
POLYPROPYLENE ROPE RACK 


Water ski rope, life 
lines, swimming lane 
rope, tow rope, bar- 
rier rope, farm rope, 
tent rope, anchor 
line. Dozens of uses 
for this wonderful 
new synthetic rope. 
Diamond braid, 
Coast Guard ap- 
proved orange color. 
Each rack contains 
one spool each of 

a, %*. 5,” and 
¥%” polypropylene 
rope. Ask for the No. 3000 King Cotton 
Rope Rack. 











